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ELIABILITY! Making change automatically reduces the possibility of 
errors, impresses the patron, and saves tellerstime. The Lightning way is 
the reliable way. And the Lightning way is the fast, accurate, economical way. 


The Lightning Bank Machine enables _ by progressive banks, large and small, from 
your paying teller to pay out change with the American Exchange National Bank in 
security and dignity. The coinsare delivered Duluth to the Hibernia Bank & Trust 
to the teller instantly, and with the currency, Company in New Orleans, and from the 
passed to the customers. Charlestown Trust Company in Boston to 

The Lightning is attractively designed, the National Bank of Tacoma in Washington. 


blending perfectly with the appointments of Ask for further information. Address 
the most luxurious bank. It has beenadopted your request — 


LIGHTNING COIN CHANGER COMPANY 
DIVISION OF SHIPMAN-WARD MFG. CO. 
4401 Ravenswood Ave., Chicago 
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deposits — win commercial accounts—sell securities —rent safety deposit boxes. 
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Increased Deposits $500,000 in Less Than Year! Wales 
Take the First National Bank of West Lake, N. J.!  Addressograph-ed ad- using it for addressing and heading 
vertising increased their deposits $500,000 in less than a year! Latest United 
every form in our bank. 
Business Service Report states: ““An appeal directed to a man personally, will State Bank of Beaver Crossing, 
secure more attention than would an appeal to the public in general. Banks can Pm eeanieagian 
secure very desirable accounts by using the mail to tell prospective customers ADDRESSOGRAPHis vital and 
about their banking facilities. indispensable in our bank. Enables 
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Speedier and More Economical Than Typewriter! Mee 
Your $57.50 Addressograph enables you to guick/y reach your present and prospective podem hogan 
depositors — fills in names, addresses, salutations and date on letters—addresses “Our Addressograph is always 
envelopes and circulars—all 15 times faster than hands. Errors eliminated! ready to _ day’s work in an hour 
—never asks fora day off. Main- 
More than a Mere ‘“‘Addressing Machine!” tenance cost unbelievably low. 
ver Forest State Bank, 
Same machine speedily heads and dates statements, lists Jedger or trial balance re 
sheets, fills in daily advices, interest slips and notices— ‘‘typewrites’’ names or 
other desired data on every record form. 100 per cent accuracy! No offence to 
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1—‘‘ How a Bank Gets Business When It’s 
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ADVERTISING 


HIS new Art Metal Posting Tray will 
increase the output per operator in your 
ledger and statement posting department. 


It saves time by eliminating lost motion and 
extra handling. 


This Art Metal Posting Tray keeps ledger 
sheets tilted at the most readable angle and 
gives entire freedom from slipping, sliding and 
curling up of the edges. It is equipped with 
Positive Lock Compressor for quick adjustment 


More speed and 


ease in posting 


of any number of sheets up to the full capacity, 
and may also have the upset device’’ for use 
in consecutive posting. 


Low sides permit ample light on the ledger 
sheets for quick reference and reading. 


Your bookkeepers will be pleased with the 
convenience and you will be pleased with 
saving of time and labor. 


Write today for prices and descriptive litera- 
ture. 
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JAMESTOWN, NEW YORK 


World’s largest makers 


of steel bank equipment 
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Positive Lock Compressor holds sheets firmly 
extra) as a protection against fire and theft and prevents curling 


Upset device raises sheets to convenient position 
Sor consecutive posting 
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A Comparison of the Various Savings-Insurance Plans from 
the Bank’s Standpoint As Well As the Insuring Company’s 


N THIS day and age when a savings 

account in one bank is as good as a 
savings account in the bank across the 
street, it is often quite a task to 
persuade someone that your bank is the 
logical bank for him. Given two 
banks in a town, or 200 banks in a 
large city, and assuming that they are 
all alive, wide awake and advertising, 
safe, yet progressive, and taking it for 
granted that all are conveniently 
located—accessible to a large section, 
if not to the city as a whole —it is true 
that no one bank should have a 
stronger appeal than the others. To 
be sure, any good “‘outside man” of 
the largest bank in town 
can tell you why it is safer 
to bank with it, but that 
same man, were he repre- 
senting one of the smaller 
institutions, could very 
easily convince you that 
the smaller bank is just as 
safe and in addition offers 
better service. 

Keeping all of this in 
mind, one can readily 
imagine the enthusiastic 
reception accorded the new 
plan combining a savings 
account with a life insur- 
ance policy. It seemed to 


By A. T. HUIZINGA, 
Manager, Publicity Department, People’s 
Stock Yards State Bank 
Chicago 


of the larger old-line life insurance 
companies. These companies took a 
very definite stand and made it known 
that the one or two banks with whom 
they were negotiating, were merely an 
“experiment” and that they were not 
prepared to offer similar plans to 
others. To be sure, these banks 
realized that they could get the plan 
in conjunction with one of several 
smaller life insurance companies, but 
they were reluctant to take 
any steps when the larger, 
old-line companies were 
hesitating. As a result of 
this ““experimenting”’ there 
are as many different plans 
as there are companies 
issuing the insurance. 

As it is often hard to 
give credit where credit 
belongs, so it is hard to say 
who originated the idea of 
combining asavingsaccount 
with a life insurance policy. 
I will mention John A. Price, 
for it was he who presented 
the plan before a conven- 


offer something concrete — 
a something that the other 
bank did not have and a 
something that would be sought by 
the public. 

So great was the wave of approval, 
in the first few months following the 
presentation of the plan to the Finan- 
cial Advertisers Association in June 
of 1921, that hundreds of banks all 
over the country installed the plan 
and thousands were holding it urder 
consideration. It swept some of the 
larger cities so rapidly that a score of 
banks used the plan in a syndicated 
form and introduced it even in advance 
of some of the larger institutions that 
had been developing it for months. 

However, during this same period 
there set in a certain reaction which 
grew as more and more of the larger 
banks attempted, and without success, 
to obtain the plan from one or another 


A booklet advertising sav- 
ings and life insurance 


tion of the Financial Ad- 
vertisers Association last 
year. Mr. Price is con- 
nected with the Peoples Savings and 
Trust Company of Pittsburgh, Pa. 
Their plan has been in operation for 
nearly two years, and is in conjunction 
with the Equitable Life Assurance 
Society. 

There are two main classes of 
“insurance accounts.” The original 
one provided for a decreasing term 
policy which merely covered the dif- 
ference between the amount to the 
credit of the depositor on his pass book 


and his goal of $1,000. The second 


plan, and the only one that is now 
considered by the large old-line com- 
panies, provided for a policy that did 
not decrease and offered at all times 
the full protection of $1,000. In this 
second class there are to be found the 
term and the ordinary issue policies. 


The problem, then, of any bank that 
is considering the plan is first to decide 
upon one of these two main classes. 

The first, that of a decreasing term 
policy, is from the bank’s standpoint 
the most attractive. It is easier to 
explain and “sell.” It does not have 
any complicated features in the form 
of conversion and continuation terms. 
It, of the two classes, is the frue 
insured savings account, for it insures 
the amount that the account lacks of 
its goal. It cannot be obtained direct- 
ly from the insurance company and is 
a plan that requires the minimum 
deposit. From this last standpoint 
alone it has a great advantage over 
other plans, for to the uninformed, and 
few are the individuals who can tell 
what even their own policies provide 
for, it is the same as any other plan 
and can be obtained for less money. 
It requires only a very superficial 
medical examination and can be oper- 
ated under three monthly-deposit classi- 
fications; that is, ages 17 to 40 all 
have the same deposit, 41 to 45 the 
same but slightly larger amount, and 
46 to 50 the same but a still larger 
amount. As a result the pass books, 
ledger cards, deposit slips, etc., can be 
printed in three classes that show all 
entries and so eliminate an appreciable 
amount of clerical work. The table, 
reproduced on page 6, explains how it 
works. 

But from the insurance company’s 
viewpoint this first class is not so 
attractive. It entails a vast amount 
of clerical work in return for a very 
small premium paid. It requires col- 
lecting a premium every month, making 
entries on each account every month, 
reducing the insurance on each account 
$7.15 every month, reducing the 
“loading” every month—only to have 
the policy dwindle to zero and lapse 
at the end of ten years. So it is easy 
to understand why none of the larger 
insurance companies will even consider 
it now. But, as was mentioned earlier 
in this article, this decreasing term 
plan can be obtained in a syndicated 
form from two of the smaller insurance 
companies. 

And so, because this first main class 
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of insured savings accounts could not 
be obtained in conjunction with a 
policy written by one of the larger 
old-line companies—and many banks 
felt that they could consider it in no 
other way—there naturally came into 
being the second. 

From here on we must change our 
name for the plan. No longer is it an 
“Insured Savings Account’ —where 
only that which is lacking is insured — 
but a “Savings and Insurance Ac- 
count.” The insurance policy under 
this second class is in all cases a 
standard policy. It provides protec- 
tion for a full $1,000 during the whole 
period of the plan. It has been 
written with practically all of the 
standard life insurance policies. 

This second class (the savings and 
insurance plan) is operated in a general 
way just like the insured savings plan. 
In fact, the two appear enough alike 
to the layman to cause anxiety on the 
part of the bank offering the savings 
and insurance plan when a _ rival 
institution with the insured savings 
plan sees fit to stress the smallness of 
the deposits on its plan. And here is 
the reason why this proposition can not 
be “sold” through advertising as 
readily as through personal work. It 
is so complicated that a sixteen-page 
booklet only tends to suggest a score 
of additional questions. 

The insurance companies were per- 
fectly willing to write policies for the 
plan under their standard forms, and 
the first to be presented was a savings 
and insurance account in conjunction 
with a ten-year term policy. This, 
and also succeeding plans offering 
standard policies, necessitated a dif- 
ferent deposit for every age. Because 
the policy is for a full $1,000 during the 


whole period of the plan, the customer’s 
protection under the plan is steadily 
increasing. It includes the $1,000 of 
insurance plus the amount on deposit 
in the bank. Thus, should the de- 
positor die during the ninth year, his 
beneficiary would receive in the neigh- 
borhood of $1,900. A comparison of 
the table shown on page 7 with the 
preceding table on page 6 discloses the 
main difference between the two main 
classes of “insurance accounts.” 

As was mentioned earlier in this 
article, the insured savings accounts 
forming the first main class are the 
most attractive from the bank’s stand- 
point. Wecan here modify that state- 
ment in one respect. Provided that 
the “‘prospect” is one who already has 
some insurance and who would like 
still more if he could afford it, the 
second class of “insurance accounts” 
are the most attractive. They really 
offer good straight insurance at no 
apparent cost. In all cases, except 
those at the older ages, the interest on 
the account is more than enough over 
the whole ten-year period, together 
with the dividends, to pay for the 
premiums and show a profit besides. 
Furthermore, the term policies contain 
conversion features which provide 
for conversion without a new examina- 
tion if undertaken before a certain 
period. 

We have now seen how the insured 
savings account has its distinctive ap- 
peal and also how the savings and 
insurance account has its own field. 
But we cannot stop just here, for the 
second class, unlike the first, is not 
made up of a single plan. It is offered 
not only with a ten-year term policy 
but with fifteen-year term, whole life, 
twenty-payment life, and thirty- 


The pass book record of an INSURED SAVINGS account — the table shows how the INSURED SAVINGS plan works 


payment life policies. The cost of the 
plan increases as it is offered in con- 
junction with each of the various poli- 
cies named. But its benefits increase 
as well. Whereas the ten-year term 
policy must be converted during the 
first seven years (and so disrupt the 
plan if the conversion feature is taken 
advantage of), the fifteen-year term 
policy need not be converted until the 
close of the ten-year plan with the 
bank, for its conversion clause provides 
a period of twelve years. The “ordi- 
nary issue”’ policies (the whole life, the 
twenty-payment life and the thirty- 
payment life) while forcing on the plan 
a still higher deposit, more than recom- 
pense the depositor for this increase 
through their cash, paid up and ex- 
tended values at the end of the ten 
years. They do not require conversion 
and so do away with the necessity of 
paying the higher premium rates of the 
attained age, as is necessary under 
term policies. 

Taken altogether, the depositor will 
feel the most satisfied if the plan is 
issued in conjunction with a whole life 
policy. Added features, double indem- 
nity and total disability clauses can be 
included for an increased cost of a few 
cents a month. 

But what does it all boil down to? 
The depositor has nothing that he can- 
not get individually from the bank and 
the insurance company. He does not 
get it for less money. All that he is 
saved is the trouble of remitting the 
premiums. The bank gets what it 
believes will be a growing savings ac- 
count, but it has cost ten times as 
much as an ordinary savings account — 
at least, that is the experience of many 
banks. Isn’t it safe to say that one out 
of ten ordinary savings accounts would 
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Compare the table and pass book on the opposite page with these which illustrate the SAVINGS AND INSURANCE plan 


grow as wellas the “insurance account?” 

But this is all true provided the 
savings-insurance account remains ac- 
tive. The plan is too young to speak 
of its mortality as yet. However, 
there are some banks that have expe- 
rienced as high as a 13 per cent 


close-out during the first four months. 

The majority of the banks have 
stopped pushing the plan. It is the 
author’s opinion that there is not 
enough of this class of business in any 
one city to warrant the enirance of all 
or a large number of the banks into 


competition for it. It wouldn’t pay. 

It has a strong redeeming feature, 
however. Its collateral benefits, its 
“by-products” so to speak, will in 
practically every case more than com- 
pensate for the efforts and money put 
forth. 


Then They Invested in a Staff Organization 


E were talking with a large 

manufacturer recently. The con- 
versation turned on the subject of 
employment in the readjustment period 
and he expressed some very definite 
ideas of his own concerning this partic- 
ular problem. He is a manufacturer of 
wide experience and his success, perhaps, 
has been due largely to the thought he 
has given to the problem of employment. 
His concern has never had difficulty 
with its employees and more than that, 
it has a loyal and helpful group on its 
payrolls, the majority of them seeking 
to create a better product. A quality 
product with him is everything. He 
makes bread. 

“I believe we have reached the low 
ebb in the employment situation,” he 
said. “For several years we have been 
forced to accept whatever we could get 
from employees and because other em- 
ployees were not to be had, replace- 
ment was out of the question. 

“Today the situation is entirely 
different. We can make selection of 
employees, weeding out the drones and 
filling their places with capable and 
useful men‘and women. 

“The result is, I fear, that some em- 
ployers may be inclined to misuse this 
opportunity. I do not regard it as the 
opportune time to grind down labor 


By JAMES W. CARR . 
Peoples State Bank, Indianapolis 


costs just because this opportunity 
happens to present itself. I consider it 
my opportunity, instead, to build again 
a capable, competent, loyal, intelligent 
and hard-working group having the 
best interests of my concern at heart; 
men and women upon whom I can de- 
pend for years to come to produce for 
our concern the very best product it is 
possible for them to turn out; men and 
women who will prove thrifty and be 
conscientious about proper assumption 
of their duties. And I know from expe- 
rience that if I can add more of these 
loyal workers to my organization our 
success in the future is practically a 
certainty. 

“So we are developing a program 
with the thought of complete co-opera- 
tion with our employees. We want to 
attract the best among people. We 
want them to feel that their interests 
are our interests and ours will naturally 
become their own. We mean to build 
again, while adjusting ourselves to new 
conditions, the type of organization 
that will carry on without disruption 
in another period of the kind through 
which we have just passed. As pros- 
perity increases, the loyal, intelligent 


type of employee will become more and 
more difficult to obtain. Such a con- 
tingency is inevitable. We shall be 
among the prepared when that time 
comes.” 

So we told him of the “investment” 
which the Peoples State Bank of In- 
dianapolis had made in the organiza- 
tion of “The Friendly Bank Society,” 
composed of the officers and employees 
of the organization; of the benefits al- 
ready received and those which we 
believed were to come from its organi- 
zation. 

It was unfortunate that the interior 
of the banking room made it necessary 
to separate the two distinct phases of 
the conduct of the bank. The bond, 
insurance, new business and other de- 
partments not directly concerned with 
commercial banking, were on one side 
of the lobby. The staff heads, their 
stenographers and other assistants 
occupied this space. On the other side 
of the lobby, the tellers, the book- 
keepers and others in the general bank- 
ing department had their quarters. 
And for some reason the lobby occu- 
pied the unenviable position, famed in 
history, of the “Rubicon.” Those on 
one side “just didn’t” get along with 
those on the other. 

There were no open breaks. Just a 


(Continued on page 39) 
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The Chain Idea Business Building 


A Community New Business Department in Which a Group of . 
Wisconsin Banks Get Personal Service and Help Each Other 


N THE field of advertising and new 

business, it is common to have 
the advertising and new business 
programs of a group of chain stores 
handled from a central headquarters. 

In the field of merchandising, pur- 
chasing in particular, co-operative 
purchasing on the part of non-com- 
petitive stores is becoming more and 
more common. 

Similarly, why not a _ specialized 
New Business Department for non- 
competitive banks? Such a depart- 
ment could employ experienced talent 
which would devote every effort to the 
building up of more business for 
member banks, no one of which 
individually could afford to operate 
such a department completely organ- 
ized and equipped. 

When the New Business Department 
of the First National Bank—Central 
Wisconsin Trust Company was organ- 
ized, it was brought into existence for the 
sole purpose of building up the business 
of this institution in a city of 40,000. 

What results have greeted the effort 
of the department in this 
direction are shown by 


the records. During the | aad 
past month we have jf 

opened approximately An Intimate Talk 
2,500 new accounts. At With You 


the present writing a 
short campaign is in 
progress which will add 
several hundred more 
names to our savings 
ledgers. A month ago 
we rented some 400 safe 
deposit boxes in a direct- 
mail campaign and we 
are about to try out — 
another campaign of a | 
somewhat different 
nature. An equal num- 
ber of requests were 
received for a will booklet 
published, giving us a 
list of live prospects for 
the Trust Department. 
Oursale of first mortgages 
during the past year has 
mounted to well over the 
two million dollar mark. 
And it is our purpose to 
continue building up our 
own business locally. 

In so doing, however, 
successful campaigns and 
ideas are being evolved 
continually which are just 
as applicable to our 
neighbor banks and other 
banks in the state as they 


The Farmers and Merchants Bank 5 the only Dank 
this area that has Deen domg busmess here com 
tinually for nearly 49 vears under the nome and 
the narter 

During thet hall century we are glad to know we 
Reve Duilt up many lasting frendships end performed 
what we has been worth «hile service 

We want you to know sbout tus “benk that ser 
vice built” and we'd lke to have you watch this space 
each week as we tel to you frankly about 


Farmers & Merchants 
Bank -- Jefferson 


The Bank That Service Built 


By W. E. WALKER 


Director, Community New Business 
Department, First National Bank—Central 
Wisconsin Trust Company, 
Madison, Wis. 


are to our own institution. It was a 
realization of that fact that was the 
most important consideration in de- 
veloping our own ‘New Business De- 
partment into a Community New 
Business Department. 

It is interesting to note just how our 
Community New Business Department 
did develop. We decided upon a 


proposition to offer to a few banks, 


all located a considerable distance 
outside of our trade area. 

One of the first banks to which we 
presented our proposition was a country 
bank, one of three banks engaged in 
lively competition in its community. 
The bank was. doing considerable 
advertising at the time, but the ex- 
penditure made little impression on 
the left side of the balance sheet, al- 
though it made quite a dent on the right. 


The headquarters bank in Madison and a sample of its copy for ‘‘members”’ 


At first thought, this banker was of 
the opinion that we could be of no 
service to his bank. We told him, 
however, if he would deposit $1,000 in 
an inactive account with us, we would 
pay him the regular rate of 3 per cent 
on his dormant account and in addition 
we would work with him wholeheart- 
edly on his new business campaign. 
He accepted. In the past three months 
the deposits of this bank have increased 
about $50,000, while those of each of 
its competitors have been experiencing 
as pronounced a decline. The bank, 
as evidence of its’ appreciation of our 
co-operative new business effort, in- 
creased its deposits with us to over 
twenty times the original amount, 
making it a very worth while account. 

We started this co-operative work 
of our Community New Business 
Department with a half dozen banks. 
Most of these accounts have shown 
very substantial growths as their own 
business has increased. With the 
completion of our new building and 
the enlargement of our New Business 
Department, we started 
our co-operative work 
with three more banks 
and they are also en- 
thusiastic about this 
community new business 
effort, principally, I pre- 
sume, because the service 
in being intensely per- 
sonal is very different. 
Our Community New 
Business Department’s 
equipment and personnel 
are being still further 
increased to take care of 
the growing demands for 
service. 

Perhaps some of the 
best evidence of the re- 
sults of this effort from 
the member bank’s point 
of view is the fact that 
since our proposition was 
originally presented to 
the first group of banks, 
additional banks have 
been served only at their 
own request—after they 
had heard of what the 
service was doing for 
some of the member 
banks. Nobank that has 
had our proposition pre- 
sented to it has failed to 
take advantage of the 
opportunity. 

Syndicated advertising 
service, of course, is old 
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and so is the bank- 
administered advertising 
service, syndicated in 
return for an inactive 
deposit. There is nothing 
new in a service of this 
type. In fact, some 
banks have developed 
this idea to such an ex- 
tent that they have been 
compelled to enter the 
field of the financial ad- 
vertising agency. One 
bank has over 600 bank 
accounts of this type. 
Another is selling its syn- 
dicated service to other 
hundreds of banks the 
country over. 

Where the effort of our 
Community New Busi- 
ness Department differs 
from that of the ordinary 
advertising agency, how- 
ever, is largely in its 
personal nature. It is 
much more than a syn- 
dicated service, It is in- 
timate. It is much more 
than an advertising serv- 
ice. It plans and executes 
new business campaigns. 

We make the service 
of this Community New 
Business Department 
personal by calling on 
member banks periodi- 
cally to go over their 
local situations, analyze 
competition, plan effec- 
tive campaigns and write 
copy that has a local 
touch and that is strictly 
applicable to the partic- 
ular institution for which 
it was written. 

Because of the fact 
that the number of banks 


Dear Folks: 


The other day I ran across a 
friend of mine—Bob we always call 
him—and, of course, the talk drifted 
around to money. 

Proud as usual, I had to tell Bob 
‘about my little old savings account 
and how I was adding to it right along 
even though I couldn’t spare much of 
anything. 

“Well, Bill,” Bob said finally, “I 
can’t for the life of me see how you 
can save. I wish I could. I’ve figured 
it up time and again and the most I 
could spare right now would be a dol- 
lar a week and banks don’t like to 
handle those small amounts.” 


Now that was where Bob was 
making his big mistake and I told 
him so, for my bank does want that 
kind of account. A person who will 
save a doliar a week now will save 
more later—you just naturally get 
the habit of saving regularly. 


Of course, a dollar'a week makes 
only $52.00 a year, plus interest, but 
if you're like me, there have been 
times when~$52.00 would have come 
in pretty handy. There may be other 
times you'll need it too, and you can 
have it then if you'll start now saving 
a little each pay day. 


Tell you what you do,—take a 
pencil, sit down and figure out how 
much you can spare each pay day. If 
you can spare no more than fifty cents 
or a dollar a pay day, bring it to. my 
bank, The First National Bank— 
Central Wisconsin Trust Company. 
I know from experience they'll help 
you save in every way they can. 

Just try it — today — you'll 
like the confidence that saving regu- 
larly gives a person and it’s going to 
pay you well. It has me, 


Math 8. 


PUSHING or RIDING 


Which are Yu Dung? 


A community 1s 
by the people within it. right now. Be a leade 


wdged = There is plenty to be done 


Everyone who liyes in this 
town: makes a living off 
of it or out of it, educates 
bin children in it, and gets 
all he possibly can out of 
it, owes it a debt of loyal- 
4s and appreciation that 
only be absorbed by 
returning something to it 


Our town depends upon 
its farmets, our farmers 
depend upon the town, for 
without the town, values 
of farm lands would slump 
tremendously Only with 
co-uperation from both the 
town and the farming com- 
munity around it can we 
hope to progress and de- 
velup a» we should 


Let's push together, 
boost ‘together, get to- 
ecther Let people know 
that you are back of the 
community in which you 
live Make your ‘‘push- 
felt. Don't be con- 
tent to just “‘ride*’ on the 
momentum that others 
have given 

Don't wait to be ap- 
proached on matters of 
community betterment 
Start something vourself 


and see how quickly your 
friends and neighbors will 
follow you, 


Ever since the organiza- 
tion of this bank, ity pel- 
icy has been to boost for 
this tewn, its business en- 
terprises, its farmers, 
itself And in boosting 
the community we have 


boosted you and ourselves 


Our service has been 
developed to help everv- 
one in this town and sur- 
rounding vicinity to yger 
busmess and better busi- 
ness. How well we have 
Succeeded ws best shown by 
the success of those who 
deposit with us and of the 
bank itself. Read the 
statement enclosed. Note 
the growth we have made 
and remember that our 

rowth 1s your growth for 
it reflects the success of 
the community as a whole 


So put your shoulder to 
the wheel = Push for our 
community Be loyal to 
our home merchants and 
farmers, toow schools and 
churches. 


The State Bank 
of 
Reedsburg 


DECEMBER 31, 1921 


Nine 


In addition to newspaper 
copy that talks specifical- 
ly about the bank that is 
doing the advertising, the 
department provides 
several kinds of free pub- 
licity copy to the news- 
papers in the cities and 
towns where our member 
banks are located. These 
articles include local 
market survey stories, 
elementary explanations 
of the various depart- 
ments of a bank, educa- 
tional stories on the 
correct handling of ac- 
counts and human in- 
terest stories on savings 
and investments. When 
the occasion arises for 
the use of timely new 
stories on banking sub- 
jects, a short article is 
sent out to the news- 
papers or to the member 
banks. Each newspaper 
storyis handled as though 
the material came from 
the local bank, and the 
local bank gets all the 
credit and benefit. 

Of course, from time 
to time, form letters are 
prepared to be sent to 
new and closed accounts 
as well as other series to 
be sent to dormant ac- 
counts; birthday letters, 
letters to new babies, 
letters to farmers, letters 
to new citizens, and series 
to be sent to any particu- 
lar group the bank may 
wanttoreach. In several 
of the banks, direct-by- 
mail effort is also con- 


with which the depart- 


ment operates is limited, 


centrated on securing 
stockholder co-operation. 


we have no difficulty in 


keeping in mind constantly the peculi- | 


arities of each local situation. We 
mould new business plans that fit the 
bank and its community. 

The first thing we do in starting to 
work with a new member of our depart- 
ment is to spend considerable time with 
the new bank, studying its territory, its 
competition, its previous efforts along 
new business lines, getting up mailing 
lists, talking with the local editor or 
editors in arranging for space and 
possible free newspaper publicity, offer- 
ing new business suggestions —in short, 
working out campaigns and a definite 
line of attack. Then when we return 
to headquarters, we are able to work 
effectively with the new member. 

Invariably some officer or active 
employee in the local organization of the 
member bank is designated to supervise 
the work of the department on the scene 


Other types of advertising that the chain uses 


of action, just as the manager of a chain 
store attends to the details of executing 
the advertising and new business plans 
originated at advertising headquarters. 
Similarly, the staff at our headquarters 
works in close co-operation with the 
local representative. 


- Our Community New Business De- 


partment does a lot more, then, than to 
provide an effective copy service. One 
of its other functions is to serve as a 
clearing house for new business ideas. 
A plan or campaign worked effectively 
for one bank is passed on to the others 
for their advantage, for member banks 
cannot be competitors. In the few 
cases where general material is used, 
the purchasing is done in quantity lots 
and a material saving is effected there. 

The Copy Service Department, too, 
covers a wider range than that covered 
by most retailers of advertising copy. 


An important consid- 
eration is the fact that 
the Community New Business Depart- 
ment is on the ground or near at hand 
to take immediate advantage of any 
local situation that may arise. 

Another important phase of the work 
of the department is concerned with 
window displays and window display 
ideas. We are always on the alert for 
window displays that can be put 
together without much effort and still 
made effective because of the idea 
itself. Any banker in the group who 
has a good idea is willing to pass it on 
to the other members for their use. 

The complete direct-by-mail equip- 
ment of the department is also at the 
service of the member banks. If a 
banker wants a number of letters 
multigraphed, we can easily do that 
work for him, provided he keeps a sup- 
ply of his stationery at headquarters. 

We have been using our Community 
(Continued on page 33) 
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his lady love. 


Sense, 


experience. 


call Mr. Hayes. 


to cash them. 
himself. 


He was ugly. 
he snarled. 


asked. 
He admitted that it was. 


Early in my experience as a banker 
I went to the Middle West and started 
a second bank in a growing town. 
man at the head of the first bank I will 
At that time, Hayes 
was also working a gang of hoboes on 
a new railroad through the county. 
He would give these hoboes his per- 
sonal check, then discount the check at 
10 per cent at his bank. Two of these 
checks chanced to come to my bank. 
The Hayes bank demanded 10 per cent 
I sought Mr. Hayes 


**You had no business to take them,”’ 


“This is your paper, Mr. Hayes?” 


“If you refuse to pay it I will have 


» she concluded it was safer with us. 


By F. E. MU 


NSELL 


friend of youth 
you arrested before night,” I told him. 

That settled the status of the new 
bank in that new town, and laid the 
foundation for thirty years successful 
business for the institution. 

Sometimes this thing that I am 
calling “‘sand” may take the form of 
what looks like a mean little personal 
revenge. We had a woman customer 
who always kept a fair balance, but she 
was of the critical, suspicious sort that 
made us pay for any good that balance 
did us by the constant annoyance she 
caused us. Promptly at the beginning 
of the panic of 1907 she came in de- 
manding her balance. She had at that 
time $500. My cashier (who was a 
woman, and thus sensed the op- 
portunity quicker than I would have 
done) whispered to me: 

“‘May I pay her in silver dollars?” 

I knew that such a course would 
anger the customer, but I knew, too, that 
it would do her a lot of good, so I gave 
my permission. She protested vigor- 
ously, but the cashier was graciously 
firm, and the whole office force took a 
silent but malicious joy in watching her 
efforts to carry away that silver. It 
was but a day or two till she brought 
it back. It was too bulky to hide, and 


These are extreme cases but 
“sand” in a thousand forms is 
needed in the banking business. 
Perhaps your best friend pre- 
sumes on that friendship to con- 


tinually overdraw his account. One * 


of your best customers is bitten with 


the get-rich-quick bug. You know 


he will lose his money if he in- 
vests. You know you will lose him 
as a customer if you advise against his 
scheme, especially if you refuse to 


THE BURROUGHS 


The Three Country Banking 


The Brother in the ‘“‘Sticks’? Must Be All Things to All Men 
To Become a Judge of Character and a Factor in His District 


HE country banker must, like 
Paul, be all things to all men. 
my thirty-five years as a banker in a 
small town I have filled many offices, 
from financial and legal advisor to my 
‘customers, to a family confidant. 
have even acted as matrimonial agent. 
A young fellow came into my office one 
day and asked me, in great secrecy, if 
I would write a letter of proposal to 
I did it, received a fee 
of fifty cents, and won the lady for him. 
It is this diversified line of activities, 
which he could not dodge if he would, 
that gives the country banker his 
position in the community. To fulfill 
these duties acceptably he must have 
the confidence of the people, and to 
win confidence he must understand 
the relation of the three S’s—Sand, 
and Sincerity—to character, 
and must know how to make a practical 
application of them in his business. 
I can best make clear what I mean 
by incidents taken from my own 


loan him money for it. Such cases 
call for sand, administered with a 
smile. 

By “sense” I mean the common 
garden variety. Sometimes it means 
giving the other fellow the benefit of 
the doubt. We have quite a colony of 
Russians in our community. In the 
earlier days, when more people kept 
their currency in the teapot, a Russian 
came in and said he wanted to make a 
deposit. He unwrapped a dirty roll 
of bills from a dirty newspaper. They 
were of all sorts, most of them small, 
and they aggregated $3,000. I counted 
them twice, separated them, and threw 
them in with other bills. A few 
minutes after he left the office my 
Russian was back, much excited. He 
claimed he had deposited $20 more 
than I had credited him with. I was 
quite confident that I had made no 
mistake, but there was no way of 
verifying my count, and I figured that 
he had counted that money many 
times more than I had, so I credited 
him with $20. That $3,000 stayed 
with us untouched for years, and that 
man brought in a long chain of his 
friends who deposited money that they 
had been hiding out. The $20, even 
if I had not miscounted, had borne 
good interest. 

Sometimes it is the other fellow who 
needs a little sense and you are obliged 
to teach it to him. One of my cus- 
tomers was a tailor. Suddenly and 
with no reason that we could see, he 
withdrew his. account. A week or 
two later my cashier met him and asked 
him why he had left us. It developed 
that he had seen me wearing a new coat 
that he had not made. 

“Did it ever occur to you,” asked my 
cashier, “that the old man has other 
customers that he has to jolly along, 
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CLEARING HOUSE 


the same as you?” The tailor brought 
his account back. 

Some of our city bankers, especially 
the young fellows, look with more or 
less contempt upon us poor country 
brothers. Some years ago my janitor 
went back on me and I was sweeping 
out before banking hours. A dapper 
young chap came in and asked if any 
of the officers of the bank were in. 

“The janitor seems to be,” I said. 

He frowned at my flippancy and 
indicated that he would like to see the 
president. I told him that if he would 
come back at nine he might have that 
pleasure. He was on hand promptly 
and found me at my desk. He 
repeated his request to see the presi- 
dent and when I informed him that I 
was that dignitary, he was dum- 
founded. The president of a bank 
who would condescend to do janitor 
work was something new to him, and 
he said so. I let him go on for awhile, 
then I said: 

“Son, when you can forget that you 
are from the city and that you are 
wearing the latest cut in clothes, you 
will probably be ready to do business 
and perhaps know more.” 

After that we got along nicely and I 
found him a fellow of considerable 
ability. 

Sometimes this kind of sense, as 
applied to country banking, takes on a 
national color. During the panic of 
1903, Mr. Cortelyou issued an order to 
the postoffices of our district to remit 
all cash receipts to St. Louis daily. 
We had been giving them exchange, 
thus keeping their cash in the com- 
munity. At that time the struggle all 
over the country was for currency. 
The country and the small towns were 
against the city. Cortelyou’s order 
would have taken $1,000 daily out of 
our community in currency, quickly 
stripping the banks and the community 
of currency, and spelling bankruptcy 
for everybody in a short time. I 
immediately wrote my congressman 
my opinion of the order in no uncertain 
terms. It seemed that other country 
bankers in our district had done the 
same thing. He took these letters in 
person to Mr. Roosevelt, with the result 
that the order was promptly recalled. 

Honest, of course, the banker must 
be. By “sincerity” I mean something 
entirely different, illustrated by the 
remarks of a fellow banker with whom 
I talked recently. 

“We bankers,” he said, “have to 
learn to discount selfishness, greed, 
narrowness, aloofness, as well as notes. 
We must work for deposits of good will, 
loyalty, friendship, faith, and con- 
fidence, as well as of cash. We must 
be able to count as assets community 
co-operation, confidence in ourselves 
and in our bank, and personal friend- 
ships.” 

The sort of sincerity I mean is 


further illustrated by one of the few 
real compliments I ever received. 
One very busy afternoon a country 
customer sat watching me till his turn 
came. When it did, he said: 

“T don’t see how you do it.” 

“Do what?” I asked. 

“T have been watching you for an 
hour,” he answered, ‘“‘and you know as 
much about these other fellows’ busi- 
ness as you do about mine, and I’m 
telling you, you know more about 
mine than I know myself.” 

At the time of our last panic we had 
a farmer customer who carried a con- 
siderable balance. We were expecting 
to see him come in every day and draw 
out, yet we were praying devoutly that 
he would not. One day we saw him 
coming down the street. He sat and 
chatted awhile, then remarked that he 
had come to see about his balance. 
My heart lost a beat. Then he went 
on to say that he had a chance to buy 
some cattle at a figure that would make 
him some money, but he appreciated 
the situation and if it would embarrass 
us he would not draw out his money. 
We had stood by him more than once 


Eleven 


when he had been in a tight pinch, 
he said, and he proposed to stand by 
us. Of course anything that would 
put money into circulation, as the 
buying of those cattle would, was a 
good thing, and we told him to go 
ahead, with our blessing. His attitude 
was another illustration of the value to 
the banker of a sincere interest in his 
customer. 

The country banker does not, as a 
rule, amass great wealth, but if he is a 
good country banker he makes himself 
a factor in the development of his 
community. Indeed, he has to. His 
prosperity depends upon the com- 
munity’s prosperity. He has to tide 
his people over hard times, and do his 
best to steady them in flush times, but 
it is not fair to him to leave the 
impression that he does this only for 
the returns to his business. It would 
be immodest for me to say, being one 
of them, that the country banker is 
usually a pretty good fellow, but I do 
say that such character as he has 
developed in a business way may be 
largely traced to his dependence upon 
the three S’s. 


Almost As Good As the Circus 


ROM circus seats on top of the vault, 

the school children of Chattanooga 
see all the departments in action in the 
main banking room of the Chattanooga 
Savings Bank, and hear at the same 
time an explanation of how the depart- 
ments work. At the close of this little 
illustrated lecture, the guide conducts 
the children behind the cages, shows 
them the inner workings—and lots of 
money. 

Thus the Chattanooga institution 


solves the problem of congestion during 
its annual reception to the youngsters 
in city and county schools. And ’tis 
said that the customers who happen to 
be transacting business in the lobby 
at the time, enjoy the event quite as 
much as the visiting children. 

This bank has cultivated school 
interest for years, distributing rulers 
regularly and sending representatives 
occasionally to talk on thrift and bank- 
ing topics. 
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1. The beautiful home of 
the Rhode Island Hospi- 
tal Trust Company in 
Providence 


. The portable house as it 
appeared at the Pawtuxet 
Valley Fair 


The winner of the bank’s 
$50 prize at the Newport 
County Fair for the best 
exhibit of farm products 
from a single farm 


. Instruction in grading 
and marketing 


The portable house was 
a center of attraction at 
the Kingston Fair 


The exhibit that won the 
the bank’s first prize at 
the Pawtuxet Valley Fair 


AGRICULTURAL Dep, 

DEPARTME 

RHODE ISLAND 
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Off to the Fairs in a Portable House 


By Going Direct to the People, This Bank Hopes to Revive 
Interest in Agriculture and Reduce Imports of Food Stuffs 


“ATEW ENGLAND at the outset 
was an agricultural community, 
but early in the history of the colonies 
great changes began to take place. 
Factories and mills sprang up along the 
swift-running waterways and lured til- 
lers of the soil to loom and lathe. Then 
the story of the richer farm lands to the 
westward fanned to flame the spark of 
pioneership that was part of the spirit 
that was New England, and hundreds 
of the eastern farmers turned their faces 
toward the setting sun and pushed on 
in quest of new lands, little realizing 
the rich possibilities they were leaving 
behind. 

“The result is well known. New 
England is today essentially an indus- 
trial and commercial community which 
is obliged toimport 75 per cent ofits food 
supply, though her great industrial 
centers are surrounded on every side by 
acres of tillable and productive soil. 
Rhode Island must import approximate- 
ly 90 per cent of all its food supply, 
while within its borders and close to its 
great markets are thousands of unused 
acres.” 

This introduction in a recent issue of 
“The Netopian,’ published by the 
Rhode Island Hospital Trust Company 
of Providence, explains—more clearly 
than a volume on the subject — why the 
Rhode Island Hospital Trust Company 
is getting behind the farmer and doing 
its part in helping to increase Rhode 
Island’s agricultural production. The 
bank’s agricultural department, under 
the direction of E. K. Thomas, is going 
direct to the people. 

Direct is correct, literally, for one of 
the most effective activities of the de- 
partment is its traveling educational 
course in banking and agriculture, a 
portable house that goes “knocked 
down” in a motor truck to all the 
county fairs where it is set up to show 
the people not only how a bank may 
be of service to the people, but also how 
the people may be of better service 
to themselves—improve their farming 
methods, step out and expand or 

slow up and retrench as the case may 
be. Frankness, Mr. Thomas points 
out, is the bank’s aim and his aim in 
discussing individual problems, as well 
as the bank’s problems. For instance, 
there comes to the bank’s booth, or 
portable house at the fairs, the spring- 
of-the-year hordes of city folks eager 
to buy farms and launch at once into 
the farming business. Invariably the 
bank discourages such as these, advis- 
ing them first to get their reputations; 
that is, to go to work on a good modern 


farm for practical experience —of hard 
work and financial ups and downs— 
and if they still retain their enthusiasm 
for farming after several years of ex- 
perience, then they may buy and go to 
work in earnest. 

Farm values, presenting a peculiar 
situation in Rhode Island, is another 
question with which the bank’s depart- 
ment deals frankly. A farm on one 
side of the road may be worth $200 an 
acre, while a plot of land across the 
road, near by or even adjoining may 
not be worth $15 an acre as a farm, says 
Mr. Thomas. There are no wide 
stretches of land of uniform quality 
such as we find in some of the western 
states, and so there are many individuals 
who have been victims of unfair treat- 
ment, have paid prices entirely too long. 

The bank believes in the co-operative 
purchase and sale of farm products and 
is taking full advantage of the oppor- 
tunity which its agricultural depart- 
ment offers to promote co-operative 
organizations, to assist in organizing, 
financing and management of co-opera- 
tive units. The work with boys and 
girls is also an important division of the 
department’s program. At present 
the bank is starting $5 savings accounts 
for the boy or girl in any city or town 
in the state who keeps the most com- 
plete record of an agricultural enter- 
prise during the current year. The 
record may be a complete account of 
the entire farm business, or a part of 
the business— poultry, dairy, garden- 
ing or canning. The account may be 
opened in any bank that the contestant 
may designate in his home town. The 
bank is now considering financing boys 
and girls in the agricultural high schools 
who need money to carry on their 
poultry or pig projects or other in- 
dividual agricultural enterprises. 


ARM waste is a subject that gets 

a great deal of the attention of the 
department. The opportunities to 
aid the farmer in getting down to a 
business basis are of course innumer- 
able, but one or two illustrations will 
suffice to show how the department 
works. In the dairy business, the 
bank encourages the farmers to weigh 
the milk produced by their cows every 
day, to keep a record of the feed the 
cows consume and thus determine 
whether their cows are “boarders” or 
profitable producers, Similarly, the 
bank helps the farmers to cull out 
unprofitable types from their poultry 
flocks and shows them how to save 
10 to 18 per cent by paying cash for 


fertilizers to a farmers’ co-operative 
organization. In order to pay cash 
and make a saving, rather than 
accept credit from a dealer, the farmer 
needs a credit statement that reveals 
the true condition of his business; he 
gets instruction from the department 
in the preparation of accurate state- 
ments—and gets loans when he is 
entitled to them. 


HIE following monthly news letter 

on the subject of ‘‘Fertilizers”’ illus- 
trates how the bank - presents its 
information: 

“The commercial fertilizer industry 
is an important factor in modern agri- 
cultural practice. The proper use of 
commercial 4ertilizers demands accu- 
rate information as to the soil to which 
they are to be applied and its treat- 
ment, the crops which are to be grown, 
the composition of the fertilizers and 
their cost. 

“There are a large number of fertil- 
izer materials put up under a variety 
of names and brands. These fertil- 
izers are supposed to be useful for 
growing some particular crops. 

“As stated above, the proper use of 
fertilizers depends on many factors and 
the farmer should pay particular atten- 
tion to these details when considering 
the purchase of fertilizer materials. 

“If, for instance, the ingredients of 
a brand of fertilizer are not easily 
soluble, then it is not so valuable as 
if it were composed of easily soluble 
materials. The solubility of the in- 
gredients should be known as well as 
the percentage of each contained in the 
materials to be purchased. 

*‘A fertilizer may be known on the 
market as a high-grade or a low-grade 
product, depending on the percentage 
of fertilizing ingredients which it con- 
tains. High-grade fertilizers contain 
more plant food than low-grade fertil- 
izers. The low grade costs less be- 
cause it contains less plant food. The 
price per pound of plant food may be 
no less in the lower grade, in fact it is 
often more. 

“The low-grade products contain 
considerably more sand or some other 
inert material which adds to the cost 
of transportation and handling without 
adding to the value of the fertilizer as 
plant food. The high-grade material 
is almost always the cheapest. 

“It has been clearly demonstrated 
that the proper use of fertilizers will 
increase the yields per acre. This fact 


has been recognized for years in the 
The western farmer is 


eastern states. 
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now beginning to realize that fertili- 
zers are necessary to increase yields 
per acre and lower unit production 
costs. 

*‘Farmers frequently arrange to pay 
dealers for their fertilizers in the fall, 
after the crops are harvested. It may 
be necessary to do this in some cases. 
Farmers should, however, figure out 
just what it costs them to accept credit 
from the fertilizer dealer in this way. 
What is the difference between the cash 
price and the time price? What inter- 
est does the farmer pay when he ac- 
cepts credit from the dealer in the 
usual way? A little study on this 
subject will show that it costs the 
farmer between 10 and 20 per cent 
when he accepts the dealer’s time price. 

‘*‘Farmers who will demonstrate that 
they are entitled to credit, may borrow 
money from the banks at commercial 
rates of interest and pay cash for their 
fertilizer and other farm supplies, thus 
making a considerable saving for them- 
selves by adopting an ordinary busi- 
nesslike procedure. 

“The Agricultural Department of 
the Rhode Island Hospital Trust Com- 
pany offers its services to farmers in 
connection with their fertilizer and 
other farm problems.” 

Inside the portable house at the 
fairs are photographs of the bank, the 


An Auto Oasis 


LEVELAND’S traffic maelstrom 

centers at Euclid Avenue and 
East 9th St. All day long three traffic 
policemen are kept busy directing 
the streams of passing automobiles 
that choke the two streets. 

Parking space? It isn’t. 

On the southwest corner of the inter- 
section is the main office of the Union 
Trust Company. 

The bank’s customers who drove 
machines used to have trouble finding 
a place within five blocks where they 
could park their cars. Especially was 
this true of men who came to get fac- 
tory payrolls. 


various bulletins, circulars, bank state- 
ments, copies of the monthly magazine, 
“The Netopian,” for distribution and a 
supply of credit statement sheets for 
immediate use by applicants for loans. 
And of course the agriculturist and his 
staff in charge are interested primarily 
in interesting the farmers and the general 
public in the services which a strong 
financial institution can render to the 
people of the community. 

The agricultural fair, the bank 
believes, is one of the best agencies 
operating for improvement in farming 
because each year’s exhibits serve as 
milestones in the progress of the 
industry toward the types of crops and 
stocks that have come to be considered 
ideal. The additional prize of $50 
offered by the bank for the best exhibit 
of farm products from a single farm 
stimulates interest in the premium 
lists of the various Rhode Island fairs. 

Each exhibit is allowed twenty feet 
of table space and the wall at the rear. 
The exhibitors’ names are not known 
to the judges and are not posted on the 
exhibits until after the award is made. 

The activities of the department are 
summarized as follows: 

1. Helping farmers make a state- 
ment of their assets and liabilities in 
order that their needs may be clearly 
understood. 
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2. Extending credit on the basis of 
the farmer’s statement, character and 
ability, considered with regard to 
the purpose for which the loan is 
intended. 

3. Helping the farmer place his farm 
on a business basis by eliminating 
unprofitable features and expanding 
the profitable. 

4. Assisting all co-operative move- 
ments for more economic production 
and marketing. 

5. Arranging meetings and lectures 
for farmers and consumers to study 
such subjects as “The Bank and the 
Farmer,” “How to Use Your Credit,” 
“Farm Accounts,” “Relation of Agri- 
culture to Industry” and “‘Co-operation 
Between Producers and Consumers.” 

6. Issuing monthly news letters 
dealing with timely topics of special 
interest to farmers. 

7. Awarding prizes at agricultural 
fairs for the best general exhibit of 
farm products produced on a single 
farm. 

8. Using the portable building to 
represent the bank at the fairs and 
extend the bank’s services. 

.9. Encouraging boys and girls to use 
the facilities of the bank in their 
agricultural projects. 

10. Advising those who wish to 
purchase farms in the territory. 


in the Traffic Jam in Cleveland 


By WALTER B. LISTER 


They don’t have that trouble any 
more. 

An oasis sprang up over night. The 
bank roped off a section of sidewalk 
at the side of the main entrance on 
Euclid Avenue and made it a parking 
space for customers. It’s reached 
by an alley at the side of the building. 
There is room for four cars at a time. 

And now a customer can drive his 
automobile up to the very door of the 
bank, transact his business, and be 
on his way again without any worry 
or fuss over parking. 


There’s only one rule. No car is 
permitted to stand for more than 
fifteen minutes. The violations are 
few. 

“Women appreciate’ the service 
most,” say the bank guards. ‘“They’re 
naturally more timid than men about 
backing an automobile into a narrow 
parking space on the street. It’s a 
relief for them to slip in here. 

“Some of the most expensive cars 
in the city park here, of course. But 
most of ’em are Fords. 

“Nearly everybody has a good word 
for the bank and a smile for the 
guards.” 
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CLEARING HOUSE 


When the High School Runs 


Fifteen 


the Bank 


The Class In Accounting Keeps the Books, the Banking 
Class Provides Service for This Student Financial Institution 


NUGGLED away midst the orange 

groves and oil fields of Southern 
California is the 
city of Fullerton. 

With but one 
exception, Fuller- 
ton is just like 
any other city 
boasting 6,000 in- 
habitants. its 
paved streets are 
probably no more 
extensive than any 
other community 
of its size. The 
homes are, per- 
haps, no more 
beautiful. The 
business houses 
carry the same 
lines of goods, use 
the standard 
methods of sales- 
manship, conduct similar advertising 
campaigns. The banks may be a bit 
more prosperous, for, with plenty of 
fruit and oil, Orange County finds itself 
well supplied with resources; but even 
the banks look just like other banks. 

The one great factor that distin- 
guishes Fullerton—the one element 
that lifts it above the average town of 
6,000 —is its high school. 

It takes twelve, fair-sized modern 
buildings to house all the departments 
of the Fullerton High School. Even 
with this number, the 867 students 
rub elbows, so to speak, and several de- 
partments find it necessary to limit their 
attendance until larger accommoda- 
tions can be provided. This is especial- 
ly true of the manual training division 
which handles approximately one- 
fourth of the school enrollment and 
graduates its students with as complete 
a knowledge of wood and machine work 
as can be obtained in two years 
attendance at the average college. 
Free stages are operated to gather in 
the students from distances as high as 
fifteen miles and to deliver them to 
their homes in the evening. With 
this convenience, children do not have 
to trudge down dusty roads to school 
and are, therefore, in a much better 
frame of mind to handle their lessons 
and, incidentally, are returned home 
early enough to assist with the evening 
chores. 

These things have brought much 
favorable comment to the trustees of 
the Fullerton High School but it 
remained for them to provide yet 
another convenience for the school in 
order to make it one of the leading 


The class in money and banking acts as the board of directors. 


By MARK L. HAAS 


ompson, president of the bank 


educational institutions of the state. 
This final touch was the inauguration 
of a high school bank to be manned, 
directed and promoted solely by 
students. 

The scheme, so far as Fullerton is 
concerned, was conceived by L. O. 
Culp, head of the Commercial Depart- 
ment of the high school, and was made 
possible by Section 9 of the Bank Act 
of California which provides that any 
bank with proper capitalization ($50,- 
000 in the case of Fullerton) may, with 
the consent of the State Superintend- 
ent of Banks, form a school branch 
which shall serve as agent for the 
main institution and for which the 
latter shall be responsible. 

The Fullerton Savings Bank, having 
sufficient capital to establish the high 
school branch, willingly undertook 
its development. Proper application 
was made and the bank was granted 
authorization to appoint agents and 
to conduct a banking business at the 
school. 

With these preliminary steps taken, 
the bank then turned the entire matter 
over to the school authorities repre- 
sented by Mr. Culp. This was at Mr. 
Culp’s suggestion, for, as head of the 
Commercial Department, he saw the 
educational value of such an under- 
taking and desired his students not only 
to complete the establishment of the 
bank but also to assume control of it 
under his personal direction. 

So the Fullerton High School Bank 
became virtually a scholastic depart- 
ment of the school where students 
enrolled in classes devoted to any 
phase of banking might find a means 


In the foreground is Raymond 


to put into practical use the theories 

learned in the recitation room. And 
that is the basis of 
the organization — 
the accounting 
class posts the 
accounts and 
handles all book- 
keeping, the ad- 
vertising class is 
engaged in de- 
veloping the thrift 
sentiment and 
finally, the money 

. and banking class 
serves as the board 
of directors and is 
divided into com- 
mittees each of 
which is respon- 
sible for a certain 
phase of the 
bank’s activity. 

The first problem with which Mr. 
Culp had to contend in his effort to 
make the high school bank conform in 
every way to the requirements of law 
was the appointment of directors. 
Generally, a director must be a stock- 
holder in the bank. Due tothe fact that 
the school bank had no stock, such 
directors were impossible, but the idea 
was then conceived of requiring every 
director to be a depositor. So now, in 
case any member of the money and 
banking class withdraws his savings, he 
immediately loses his directorship and 
has no vote or voice in the manage- 
ment of the organization. 

From here on, the organization of 
the bank followed in the footsteps of all 
financial institutions. The directors 
elected a president, vice-president, 
cashier and assistant cashier from 
their number and then passed a ruling 
that, henceforth, no student could 
be elected to. an executive office 
unless he had served a half year in the 
high school bank. Thus it was pro- 
vided that no inexperienced person 
could receive the honor through popu- 
larity alone. The officers were all put 
under bond in conformance to the state 
law relative to agents. A by-law was 
passed by the directors calling for 
elections to be held semi-annually and 
authorizing the president to appoint a 
nominating committee of five members 
which should recommend to the board 
of directors those considered eligible for | 
office. The head of the Commercial | 
Department retained the right of | 
final veto on all matters but, so far, | 
he has never found it necessary to | 
exercise this power. 
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A committee on buildings and 
property at once established a location 
for the bank. Due to the crowded 
condition of the school, the bank was 
forced to take quarters in the book 
store but, instead of proving a handi- 
cap as expected, this worked to the 
bank’s advantage. The book store, 
besides furnishing students with school 
supplies, handles candy and novelties. 
Many a student has been stricken 


problem to work out. It is in a 
position to delve rather deeply into 
the various phases of publicity because 
the parent bank permits liberal expen- 
ditures for display and novelty adver- 
tising. Classroom discussions lead the 
copy writers into many an argument 
on the psychological effect of certain 
words and illustrations. The down- 
town copy writer has a store of 
sentimental subjects he can discuss in 
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matter of service has come before this 
class many times since it took up the 
duties of directing the development of 
the high school bank. 

A special committee has been ap- 
pointed to study the various phases of 
service. The three members of this 
group have stood for hours at a time 
in one of the local banks watching the 
clerks and discussing the manner in 
which customers were received. After 


with a weakening conscience upon his advertising, but this class, which making a thorough study of the 3 
entering the book store and instead of promotes the welfare of itsschool bank, attention accorded, they reported back or 
investing in sweets has turned his issomewhatlimited. Itcannot appeal to the class and a long discussion of the n 
money into the bank. Before long’ to the students to “save for a home.” subject resulted. re 
however, the organization will move It cannot advise the school children to One member of this committee 
into larger quarters and will then have open a savings account in order to watched in the high school bank during T 
a walled-in safe just like its parent provide for sickness, old age, a busi- a busy hour, and, at the next session SI 
downtown. ness, investments, the income tax or of the directors, severely critized the g 
Enough for the early organization— other such factors that are paramount actions of the cashier and his assistant. d 
the bank has now been in actual in the minds of the grown-ups. This Ever after that especial courtesy was n 
operation for several months and has’ class must devise schemes applicable displayed by these two officials while a 
enlisted one depositor for every eight to young folks who scarcely know on duty in the school bank. 
students enrolled in the high school, the value of money. It must keep The same committee requested the I 
with the prospects of soon increasing the pennies and nickels away from the class in money and banking to send in i 
the number of clients to the saturation candy store and steer at least a portion suggestions for new and novel bits of U 
point. Though the law gives the high of the monthly allowance to the service which might tend to bring the t 
school bank the right to solicit accounts savings ledger. attention of the student body to their P 
other than those carried by students, With such a problem to solve, the school bank. During the following I 
the board of directors has kept within class in advertising soon learns to look week the class gave the matter con- ( 
the confines of the campus and has_ beneath the surface and to study the siderable thought with the result that ] 
not even attempted to induce students’ effects of publicity copy on the human many excellent ideas were received. ‘ 
to transfer their accounts from down- mind. The copy writers can go to . 


town banks. 

It might appear at first glance that 
considerable friction would result 
between the banks of Fullerton and 
the parent bank, because of the 
activities of the high school branch. 
Quite the contrary is the case, how- 
ever, for, though the Fullerton Savings 
Bank receives the deposits of the 
school, the other financial institutions 
of the city heartily endorse the plan 
because of its educational value and 
because it teaches the students the 
lesson of thrift. 

But it is from the educational view- 
point that the merits of the undertak- 
ing are amplified. In no other way 
could the students of the Fullerton 
High School hope to gain, by personal 
experience, an actual working knowl- 
edge of banking 
operations. Cer- 
tainly they could 


their bank and tell exactly how well 
their material “pulls,” for, naturally, 
the value of an advertisement is 
determined by the deposits it brings in. 

Display advertising is carried in the 
high school paper and athletic pro- 
grams. Novelties, such as rulers and 
blotters, are prepared and distributed 
to the students. With such experience 
every member of the class in advertis- 
ing is in a position to step into the 
publicity department of any bank and 
give a good account of himself. 

The class in money and banking 
which, as stated before, serves as the 
board of directors of the high school 
bank, might study its book require- 
ments diligently throughout the entire 
course and yet never run into an 
actual problem of bank service. The 


One student suggested that a supply 
of blank check fillers be obtained from 
all Fullerton and nearby banks so that 
students who carried commercial ac- 
counts in outside institutions might be 
attracted to the school bank to obtain 
fillers for their check books. Another 
idea called for the cashing of school 
warrants, and still another had to do 
with “breaking” large coins so that 
students might have the exact change 
when entering the school cafeteria and 
thus facilitate the dining room service. 
These and many more suggestions were 
offered by the class and were put into 
actual operation so that the students 
might study the results. This ex- 
perience gave the class a new light on 
the matter of bank service, an experi- 
ence that could not have been gained 
without the aid of the bank itself. 

Another group 
appointed from 


not all spend par and banking is the 
of their time in the i finance committee 
Fullerton banks which supervises 
physically pos- and makes regular 
sible, many could ! | inspections of the 
not spare the extra Med bank’s books. It 
hours such a must be remem- 
scheme would de- ie bered that this 
mand. ; bank, like other 

So it is in the | cE banks, is inspected 
o e bank are 


it is up to the 
finance committee 
to see that every- 
thing is kept in 
(Continued on page 36) 


most apparent. 
The advertising 
class has an actual 


Many a student has been stricken with weakening conscience; has turned his money into savings 
in the bank instead of sweets 
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They Have A Lot To Do With People 


A Chicago Neighborhood Bank Builds Good Will and Direct 
Business With Unusual and Valuable Personal Services— Free 


SHALL remember the Lake View 
Trust and Saving Bank’s clocks. 
There is quite an amazing array 


By WALTER A. O’MEARA 


of them. I counted, I think, five 


on the main floor and there were 
no doubt more in the unexplored 
regions of the bank. 

The clocks of the Lake View 
Trust and Savings Bank, I 
surmise, tell which way the times : 
go. And the times are in the ; 
direction of service—more and 
more service in small banks as 


INVITATION 5 


The services of our auditors are at your command at 
the Bank to help you straighten out figures or accounts. 
This service is FREE. 


LAKE VIEW TRUST 4nd SAVINGS BANK 


terest, Invitation No. 6. 
“You may come to this bank and 


a LINCOLN AND BELMONT AVENUES 
well as large. 
“That clock,” explained J.H. 
Huhn, vice-president, “that clock 
is for people on the sidewalk. They INVITATION N®. 6 
used to have an awful time rubbing Yeu mip ty tit end wn 
their noses against the glass, Service, free of charge. 
shading their eyes and craning their 
necks while they tried to see the This convenience is always waiting for you. 
dial through the window. So we —- 
put up a clock that could be more 


easily seen from the outside. : 


We’ve added other clocks that 


people can find without hunting ‘ 
around, until the place begins to 
look like the inside of a small 
town jewelry store.” 

But Lake View Trust’s clocks 
are but one item in a long list of 
unusual personal services that 
this Chicago bank renders people |. 
—patrons or not. There is In- 
vitation No. 7, for instance. 


INVITATION 7 


Whenever you wish during Banking hours, you may 


have the Services of our Stenographers to write letters 
and do typewriting for you. No Charge. 


LAKE VIEW TRUST 4nd SAVINGS BANK 
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It reads: 


use our notary public service, 
free of charge. This conven- 
ience is always waiting for you.” 
The notary public service is 
extended not only in matters 
pertaining to the bank’s busi- 
ness, but in all cases where a 
notary public functions. The 
Lake View Trust even keeps in 
stock a set of blank forms for | 
last wills and testaments in | 
case they are called upon to | 
draw up such an instrument. | 
Nowhere areseveralservices 
that are not by any common 
association connected with the 
banking business. If you 
cannot speak English and you | 
want to write a letter in the | 
American language to the | 
young lady of your heart in | 
Oskaloosa, the Lake View | 
Trust stenographer will do it | 
for you; and she will do it in | 
a gracious, smiling way, as I 
have seen. What has that to 
do with banking? 
“It has nothing to do with | 
banking perhaps,” says Mr. | 
Huhn. “But could you think | 
of a better place in the com- 


LINCOLN AND BELMONT AVENUES 


munity to have it done? It’s | 


something that the average | 


Invitation No. 7 is one of a 


series published on street car The invitations—same copy and style for street car cards and blotters 


cards and blotters. It reads: 

“‘Whenever you wish during banking 
hours, you may have the services of 
our stenographers to write letters and 
do typewriting for you. No charge.” 

A stenographer is engaged by the 
bank for the express purpose of typing 
letters for anybody that wishes her 
services. She is a big help to many 
people not very well versed in the 
mysteries of correspondence. And, 
as there is quite a large percentage of 
foreign born in the neighborhood of 
the Lakeview Trust, she is especially 
valuable in many cases as a translator. 
During my visit at the bank she was 
typing in English a letter haltingly 
dictated to her in German. 

Then there is Invitation No. 5, 
another interesting indication of the 
kind of service a neighborhood bank 
can render its patrons. It reads on the 
street cars: 

“The services of our auditors are 
‘ at your command at the bank to help 
you straighten out figures and accounts. 
This service is FREE.” 

This means figures and accounts of 


all kinds. Many church societies 
and other clubs and organizations 
have their books audited by the Lake 
View Trust and Savings Bank. Mer- 
chants often avail themselves of this 
service. And many a young wife 
who “simply can’t make figures come 
out right” appeals to the bank’s 
auditors for help. 

As a further aid to people in han- 
dling figures an adding machine is 
placed in the lobby with someone always 
near at hand to instruct users in its 
operation. I beheld the unique sight 
of a foreign-born Polish mother with 
a baby in her arms adding up a column 
of figures on this machine. 

The Lake View Trust and Savings 
Bank also renders a valuable service to 
its patrons through income tax ex- 
perts. A large sign in the bank win- 
dow invites you to come in and be 
assisted in making out your income 
tax returns. Are you a patron.of the 
bank or not? No questions of that 
sort are asked. 

There is another invitation of in- 


‘little personal lifts over the rough | 


person can’t have performed | 
anywhere as a rule, and can’t 
you imagine the warm feeling 
it arouses toward us? 
“That’s the sort of service that 
really builds good will. It has for us 
and has repaid us, we are certain, 
many times the small cost of these | 


places in the way. It has nothing to | 
do with banking, perhaps; but it has | 
a lot to do with people. And the banks | 
exist for them —not they for the banks. | 
That’s a fine thing to remember.” 

Besides services of this type, the | 
Lake View Trust and Savings Bank | 
renders free numerous other services | 
that are usually charged for. Thus | 
you may open a small checking ac- | 
count, as small as you like, free of any | 
monthly charge. “These small ac- | 
counts often cost us money,” says the 
vice-president, “but we feel that the | 
losses are more than made up by the | 
small accounts that grow large and by | 
the good will this little accommodation | 
creates.” 

In a folder issued by the Lake View | 
Trust and Savings Bank are listed the | 
following services: Cashier’s checks; | 
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travelers’ checks; letters of credit; 
city collections; out-of-town collections; 
foreign exchange; real estate loans 
made; real estate mortgages sold; cus- 
tomers’ loans; listed and _ unlisted 
stocks and bonds bought and sold for 
you; business advice; checks mailed 
for taxes; income tax information; 
inheritance matters; real estate ap- 
praisals; checks cashed; notary public 
services; and ‘stenographic service; 
savings accounts; checking accounts; 
certificates of deposit; safe deposit 
boxes. 

In many a community the bank is 


“4\70OU one of those bankers goin’ 
out for revolver practice?” asked 


’ the sergeant as he handed me a pass 


at the Fort Jay ferry entrance. I 
wasn’t, not exactly anyway, but to 
save time I nodded my head. 

So many of the soft-handed civilians 
going out to the fort that afternoon 
had been “bankers” that it was 
natural for the sergeant to assume I 
was one, too. The large New York 
banks have decided to give the thugs 
a taste of their own medicine. Major 
General Bullard’s offer of the use of the 
Fort Jay range for small arms practice 
has not gone begging. There’s food 
for thought in what New York bank 
employees are doing there. 

The afternoon I climbed 
aboard the wheezy little 
ferry boat and bobbed 
slowly across the narrow 
stretch of water that 
separates Governor’s 
Island from downtown 
New York, I found at the 
pistol range a group of 
men from the Bank of 
America and the National 
City Bank who were 
pinging the bull’s-eye 
quite consistently. 

The men were taking 
five shots each. The dis- 
tance was fifteen yards. 
The target was a regula- 
tion smali arms target 
with a bull’s-eye about 
four inches in diameter. 

The first score I saw 
made was “forty-nine,” 
four in the bull’s-eye and 
one in the ring immedi- 
ately next to it. I would 
have been astounded if I 
had left right after this 
demonstration, because 
the marksman informed 
me he had never really 
practiced shooting before 
in his life. 

But most of those who 
shot, averaged between 


for the common run of folk merely a 
place to deposit money, to store val- 
uables, to make loans perhaps, and 
little else. This list indicates what the 
Lake View Trust and Savings Bank is 
to the people of this North Chicago 
community. It is a true index be- 
cause these services are freely offered to 
the public, they are earnestly adver- 
tised to them, and the public freely 
avails itself of them. 

There is something intimate and 
friendly about the Lake View Trust 
and Savings Bank. You note it in the 
kindly matron who is in the lobby “‘to 


thirty and forty. Thirty-four was a 
very common score. I don’t know 
whether thirty-four is good pistol 
shooting. After seeing that first man 
shoot I suppose it isn’t. But here is 
something I thought of—supposing 
the target were a bandit? 

The men are being instructed by what 
is known in army parlance as the 
McNabb method. It was originated 
by Col. Sandy McNabb. At the 


LeMans marksmanship school in France 
recruits were qualified as “sharpshoot- 
ers’ in the three weeks by its use. The 
principal feature of it is that instead of 
merely pulling the trigger finger to 
discharge the gun, the whole hand is 
squeezed. ‘Squeeze it like a lemon,” 
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take care of the old ladies and show the 
women around,” as Mr. Huhn puts it. 


- You note it in the women’s rest room 


opening directly from the lobby. And 
when you discover the range of really 
valuable service that this bank renders 
the public, you know that the atmos- 
phere of friendliness and solicitude at 
once apparent in the lobby is not mere 
veneer. 

The Lake View Trust and Savings 
Bank is an eminently successful and 
obviously busy bank; the reason is not 
hard to find. It is because the Lake 
View Trust has a lot to do with people. 


If “Stick-Ups” Were Targets FRANKLIN SsTETSON CLARK 


repeated Lieut. Domminey to the men 
at the Fort Jay range again and again. 
The idea is that when the shooter 
squeezes his whole hand he is unable 
to tell just when the discharge is going 
to take place. This helps to eliminate 
the nervous flinch which is so likely to 
throw off the aim of the beginner. 

No effort was being made to develop 
quick shooting on the afternoon I 
visited the range, but accuracy was the 
only goal the shooters were striving 
for. Later on, it was said, speed will 
be taken into consideration as well. 
The prime object of the small arms 
practice is to get the men accustomed 
to handling revolvers and automatic 
pistols. The army officers consider 
wibicisinghia that in an emergency a 
man who is accustomed 
to use a gun will rise to 
the situation. Perhapsa 
man whose best target 
has been thirty-four will 
do as well under the 
stress of the moment as 
the man who has con- 
sistently scored forty or 
better in practice. 

Three targets 4 by 6 
feet are used for slow 
firing. In addition to 
these, rapid firing and 
disappearing targets will 
be used. The latter isa 
silhouette swung on a 
pivot which disappears 
at intervals of five 
seconds. 

So much for the theory 
of it. However it works 
out when put to the 
test, the crooks are being 
shown that bank men 
aren’t likely to give in 
without a fight anyway. 
Moreover, target practice 
is good sport. It’s good 
fun while it lasts and 


should have been on that 
five-thirty ferry going 
back to New York. 


when it’s over—well, you . 
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Course Where Angels Fear 


In Passing the Buck to Buck, the Seedgrowers National | 
Bank Finds Itself Involved in Venturesome Transactions 


N R. BUCK KILGORE is an adroit 

gentleman; you are obliged to 
present it to him thereupon. 
Or, to take it out of Bostonese 


and express it in the language (gi 


we are more inclined to use: 
Buck is a smooth article; 
you’ve got to hand it to him 
on that. For instance, and to 
show you exactly what I mean, 
take any fellow toward whom 
you have one of those strange 
dislikes born in a flash at your 
first sight of him; he’d have to 
be unusually clever and re- 
sourceful, wouldn’t he, to put 
anything over on you? You’re 
forearmed against his wiles; 
you are prejudiced to 
begin with; you just don’t 
want anything to do with 
him at all. But he goes 
ahead and sells you a 
vinegar recipe or a bunch 
of stock in a suspender 
factory. Wouldn’t you 
say he had something? 

Chester Gage, cashier 
of the Seedgrowers 
National Bank, would say 
that Buck had it. The 
meeting between Mr. 
Kilgore and Mr. Gage 
had occurred a year 
or more before the 
incident to be re- 
lated, however, and 
there may have been 
something in the 
softening influence of 
time to dim the feeling 
of positive repugnance 
the banker had been 
conscious of. Anyway, 
Buck Kilgore was an early forenoon 
visitor at the Seedgrowers bank one 
fine spring day when to remain indoors 
was torture and one’s whole and entire 
spirit seethed with longing to be out 
in the balmy air at golf or gardening. 
Kilgore had been out of town mostly 
of Jate and Gage had almost forgotten 
him, but when he breezed in, emanating 
a general air of good will and cock- 
sureness, the cashier frowned. 

“I know exactly how you feel, Mr. 
Gage,” began the visitor. ‘“‘Wonder- 
ful day, isn’t it?” 

The banker agreed that it was. 

“Just been out on an insurance 
trip,” the breezy one continued. “Sold 
more insurance than I ever did in my 
life in the same length of time; mar- 
velous, Mr. Gage, the way people 
took to my new policy. But I had to 


By ARTHUR F. McCARTY 


Buck Kilgore was an early forenoon visitor 


take a lot of notes—so many of ’em 
couldn’t raise the cash. It’s these 
notes I want to see you about.” 

“Er—we don’t usually deal in life 
insurance paper, Mr. Kilgore,” re- 
marked the banker, but with a slight 
loosening of his acerbity. 

“Every note I took this trip is gilt 
edged, Mr. Gage,” said Kilgore, 
earnestly. Then he suddenly dropped 
the question of the notes and plunged 
into a discussion of the weather, crop 
outlook, trade conditions, and—golf. 
When that was reached, the banker 
was as good as sold, whether he knew 
it or not, and Mr. Kilgore, by the 
gifts that made him the super-salesman 


it into a bank deposit. I'd 
ae af at be glad to leave all the money | 
here, and barring a contingency | 


\ Gage a half dozen notes and carried | 
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whom Gage knew well by reputation. | 
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that he was, knew that at last, among | 
the many subjects he had tried, he had | 
now found one that struck a 
responsive chord. As the 
. | banker came up for the third | 

time, Buck mentioned the | 
notes again. 
| “I don’t particularly need | 
the cash on these notes, Mr. 
Gage, but I do want to get | 


which probably will not happen, it 
will remain untouched — you see I’m 

» Just providing myself an anchor to 
windward, you might. say, ha, ha! 
Something about a snug deposit in 
the bank that puts confidence into 
a fellow—he can do better work!” 
You might as well be told now | 
that when Buck Kilgore departed | 

_ an hour later he left with Chester | 


away a bright new pass | 
book showing a deposit | 
of some hundreds of § 
dollars. There were two 
notes among the half J 
dozen which, because of 
the peculiar circum- 
stances of their | 
making and the 
incidents of their 
collection, have | 
~~) an interest here. | 
One of the two 
was a note for 
nearly seven | 
hundred dollars | 
— $686.90 to be 
. exact—made by a well-to-do | 
farmer in a distant part of the | 
county named John Bell, 


The note was made payable to “myself” | 
and indorsed on the back, “John Bell,” | 
followed, of course, by Kilgore’s in- 
dorsement. The other note was for a | 
slightly smaller amount, $647.50, was | 
payable to Kilgore direct, and was | 
signed by another farmer known by @ 
reputation to Gage, William Tillotson | 
by name. Both notes drew 8 percent | 
interest from date, and the Seedgrow- 
ers National had bought them, paying | 
the face amount of each, getting only | 
the small amount of accrued interest 
in the way of any discount. To any 
banker of experience, that much sounds 
simple enough. 

“‘Wasn’t that Buck Kilgore?” 
There was little in the words of | 
Lyman Chase’s question worthy of | 
note. It must, therefore, have been | 
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his tone that made Chester Gage whirl 
around in his chair and confront his 
young teller before he replied. 

“Yes,” he answered, “that was Buck 
Kilgore. Why?” 

*“What’s he up to now?” 

“Up to? Why, I just bought some 
notes of him—he left all the money on 
deposit. Know anything that throws 
suspicion upon such a transaction?” 

“What are they—life insurance 
notes?” asked Chase. 

“‘Has he delivered the policies to the 
parties?” 

“Delivered the policies—what dif- 
ference does that make?” 

“Well,” said the young banker, who 
had been studying law for some 
months, “there is a statute in this 
state which makes it unlawful for a 
company or agent to sell a premium 
' note before delivering the policy.* No 
penalty on the buyer, but it’s bad 
business to buy such a note. Oh, it 
can be collected all right, but 
how does the man feel who signed 
the note? He’s yourenemy the 
rest of his life.” ' 

“Well, don’t you suppose 
Kilgore knows the law of his 
own business? I’m sure he 
wouldn’t risk being arrested 
just to sell a few notes; he’d 
‘lose more than he’d make by 
it. What do you know about Kilgore, 
anyway? I’ve heard he wasn’t the 
strictest dealer in the world but have 
always understood that he was reason- 
_ ably square.” 

“That’s about my own impression,” 
‘ replied Chase. “I presume it’ll be all 
right.” 

“Glad to hear you say that—takes 
a great load off my mind,” said Gage, 
with more sarcasm than young Chase 
had ever had spilled on him by the 
cashier before. The teller flushed, but 
held his peace, and in a moment went 
back to his cage. 

It was later in the day, when the 
lapse of time had healed the little rift 
that Lyman Chase again approached 
his superior. This time he was seeking 
information about an affair of his own 
department. 

“Is there anything queer about that 
signature?” he asked, extending toward 
the cashier a check for $18.00, drawn 
on the Wool and Leather Bank of the 
same town. The check was a labor 
pay check of the Middle Gorge Mfg. 
Company, being on a form used by 
that concern for no other purpose 
than paying its men. The signature 
of the secretary was lithographed on the 
check, followed by the pen-written 
name of the paymaster. The form of 


*Note: A number of states have similar 
statutes, and bankers should familiarize 
themselves therewith if they haven’t al- 
ready done so. 


the check and the names were per- 
fectly familiar to the Seedgrowers 
National, though the check was on 
another bank, for the manufacturing 
company kept accounts at both banks 
and used them both actively. Gage 
took the paper and examined the pen- 
written signature closely. 

“Bring the signature card, Lyman.” 

“Have it right here,” and Chase 
handed it over. 

Together, the two men, experts in 
such things, gave that signature not 
only the “once over,” but the several 
times over. 

“I can’t say what is wrong,” said 
Chase, “for the writing on that check 


there anything 

queer about that 

signature?’’ asked 
Lyman Chase 


bears every test of measure- 
ment, kind of ink, or other 
comparison with the original 
on this card. But some sixth 
sense tells me to suspect it. I 
presume we are warranted in 
paying it, because it bears Harrison’s 
indorsement and he is responsible.” 

“Well, enter it up to Harrison’s 
credit and if the other bank turns it 
down we can hold Harrison,” said the 
cashier in conclusion. 

“Of course,” said Chase, “but I’m 
wondering if there’s any duty upon us 
to warn the other bank to look out?” 

“Don’t see how,” said Gage. ““They 
are bound to know the signatures of 
their own depositors, aren’t they?” 

“Well, enter it up, clear it at the 
usual time, and we’ll see what happens.” 

It would, perhaps, be too much of a 
digression to step aside here and 
follow all the meanderings of two 
worthies calling themselves W. M. 
Rose and Martin Shea, but, briefly, 
here is what they had done: Rose 
learned that the Middle Gorge Mfg. 
Company had ordered a lot of the 
checks made, with the name of the 
secretary lithographed thereon. Rose 
got a job at the printers and Shea got 
one at the factory. Each worked but 
one day, but that was long enough 
for Rose to steal a couple of dozen of 
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the blank checks, and long enough for 
Shea to have a pay check issued to 
him for the day’s labor. The two 
were thus provided with blanks and a 
genuine signature, and they copied the 
name, made the checks payable to 
first one then the other, and in four 
days managed to pass fifteen of the 
checks at various stores. Twelve of 
them went to the Seedgrowers National 
for deposit, eleven for $29.60 each and 
the last one for $18.00. And every 
one of the forged checks, not only the 
twelve passing through the Seed- 
growers National, but the other three, 
were paid upon presentation by the 
Wool and Leather Bank! 

It was another beautiful April day; 
Chester Gage had already done an 
amount of work which many less 
earnest bankers would have called a 
day of toil; but he was still going 
strong when the telephone at his side 
rang. 

“This is Eldredge, Wool and Leather 
Bank,” came in terse accents over the 
wire. “I’ve just finished dictating a 
letter to you, Mr. Gage, with reference 
to twelve checks of the Middle Gorge 
people paid. through your bank 
but drawn on us. We have just 
discovered that they were all very 
clever forgeries— after having paid 
them. I am calling now merely 

to assure you that I mean no 
,  unfriendliness by the tone of 
., the letter you will receive, which 
y is written by the advice of our 
attorneys. I hope we can adjust 
the matter amicably.” 

“All right, Eldredge,” said 
Gage, heartily. ‘“‘Don’t know 
what your letter says, but of 
course we want to avoid un- 
pleasantness, and will do our best. 
Anything more on the subject now?” 

“No, wait until you get my letter 
and then we’ll have a talk.” 

When the letter came later in the 
day, it related the facts as we know 
them and asked the Seedgrowers to 
remit the sum of $343.60, the total of 
twelve checks, on the ground that the 
Seedgrowers, being familiar with the 
signature of the paymaster of the Middle 
Gorge Mfg. Company, was negligent in 
paying the checks and so led the other 
bank into accepting and paying them. 

“That’s a brand new situation, as far 
as my experience goes,” said Mr. 
Gage to Lyman Chase, whom he had 
called into conference. ‘What do 
you think of it?” 

“I think it’s a question for George 
Updyke,” replied the teller. “It’s 
certainly beyond me. But first, why 
not notify each of the indorsers who 
deposited these checks with us that 
we are holding them for reimbursement 
if we have to pay?” 

“Certainly can’t do any harm, 
Lyman—and a good idea. Attend to 
it, will you?” 
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When George Updyke, the bank’s 
attorney, got the facts, he took some 
time reading his law books before 
rendering an opinion or offering any 
advice as to a course of procedure. 

“This is a question over which there 
has been almost endless dispute in the 
courts, with the confusion increasing 
year by year and only lately arriving 
at what appears to be a clarifying of 
the rules. Courts here and there in 
the various states have gone to 
extremes both ways, first holding the 
cashing or collecting bank liable where 
it had any way of knowing whether 
the signature was genuine, and again 
holding the paying or drawee bank on 
its so-called acceptance of the paper 
and bound at all times and under all 
circumstances to know the signatures 
of its depositors or drawers. ‘The fact 
is, neither is a hard and fast rule, as a 
majority of the courts now hold, but 
where it is a question of 
which bank must lose— 
in a matter like this 
—each case is a question 
of fact for a jury to decide 
whether the cashing or 
collecting bank has 
been negligent. A 
drawee bank is bound 
to know the signa- 
tures of its depositors; 
if it pays out money 
on a forged check, ; 
drawn on it, that bank loses; that 
is the generalrule. Butifthe bank 
which sees the check first is negligent, 
or knows something suspicious, or 
something real, and by its acts leads 
the other to be careless, the rule might 
not prevail. Understand, there is no 
general duty on one bank to look out 
for another in such matters, but in the 
case of the last check, the eighteen 
dollar one, you did notice something 
wrong, and you should have notified 
the other bank to look out. I’m 
going to offer to pay that one, but 
refuse on the rest, for I am sure that 
is the law of this case.” 

Updyke, called Gage’s attention, 
further, to the law as laid down in the 
notes to First Nat. Bank v. Brule Nat. 
Bank, 12th A. L. R. 1089, and also to 
the case of First Nat. Bank v. U.S. Nat. 
Bank, 197 Pac., 547, summed up as 
follows: The general statement that a 
drawee who pays a bill of exchange does 
so at his peril is subject to qualification 
and exception, for that statement fails 
to take into account the duties of the 
holder of the paper. It is more 
accurate to say that a drawee who has 
paid a bill of exchange, later found to 
be forged, cannot recover the amount 
from a holder for value without fault. 
But if the holder participated in the 
forgery, or if he knew it was forged, or 
knew of circumstances causing sus- 
picion of the genuineness of the instru- 
ment, and none of these are known to 


the drawee or communicated to him, 
then the holder is guilty of bad faith 
and must refund. This is not true of 
acceptance of paper, for the acceptor 
engages to pay the bill according to its 
tenor, absolutely. But payment is not 
acceptance, though practically amount- 
ing to it, for payment is not irrevocable, 
while acceptance is an irrevocable act 
in the eyes of the law merchant. 
When Updyke went into the matter 
fully with Murray, the lawyer for the 
Wool and Leather Bank, a settlement 
was reached on the basis of paying 
that bank $18.00—which, however, 
was recovered later from Mr. Harrison, 
the merchant who had indorsed and de- 
: posited that check. 
The gentle warmth 
of springwaspassing, 


Mr. Bell’s counte- 
n 


but cheerful a 
friendly 


and desk men 
who had been 
fighting off 
the languor which comes from the 
early sunshine were getting into thin 
garments for the long summer fight. 
The farmers were as a swarm of ants, 
digging and smoothing down again, 
and few were to be seen in town 
except after nightfall. It was with 
some surprise, therefore, that Chester 
Gage greeted his visitor that May day 
when John Bell, from a distant part 
of the county, called at the Seedgrowers 
National Bank. Although Mr. Gage 
had himself, three days before, mailed 
a slip to Bell, notifying him that his 
note for $686.90 and interest was 
about to fall due and was payable at 


the bank, he had not expected that. 


busy farmer to come all the way into 
town to attend to the matter. Mr. 
Bell’s countenance was anything but 
cheerful and friendly as he stopped by 
the cashier’s desk. 

“I got your notice, Mr. Gage, but 
I don’t owe anybody anything on that 
note!” 

‘**How’s that, Mr. Bell? ‘You signed 
it, didn’t you?” 

“Yes, I won’t deny my signature; 
but I’ve never taken the doctor’s 
examination and never got my policy, 
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and what’s more, I don’t ever intend 
to be examined for that policy!” 

“Well, I don’t know anything about 
your policy—I didn’t sell it to you. | 
What’s the matter with it?” 

“Tt’s a snide deal—don’t want any- 
thing to do with it,” said the farmer. 

“But you surely ought to know, Mr. | 
Bell, that when you sign a negotiable 
note and it is transferred to a buyer for 
value, you are bound to pay it?” 

“I’ve heard so, but I’ll only pay that 
when a court says I must.” 

“Say, Mr. Bell, I’ve heard there’s 
a law in this state making it a crime 
for an agent to sell a premium note | 
before the policy is delivered. Now | 
if Buck Kilgore has done that, I 
believe we can make him take care | 
of this note.” {| 

‘Well, that’s up to you; I don’t 
feel interested—at least just now. 

I’m refusing to pay the note, 
you understand.” 

This attitude, reiter- | 
ated and repeatedly as- 
serted, began to get on 
the banker’s nerves. 
“Say, Mr. Bell, we want | 
to treat you right, | 
but please under- 
stand that you are 
not free from fault 
in this. Here 
you’ve signed a 
noteand permitted 
it to go into 
circulation; we 
bought it, paying our 
money for it—the full | 
face of the note. Now we'll do what 
we can for you, but you will be ex- 
pected to pay that note if Buck 
Kilgore doesn’t buy it back from us!” 

“Go your best!” retorted the angry 
farmer as he departed. 

Ensued the merry pastime of passing | 
the buck to Buck. Without delay, | 
Mr. Gage got hold of that worthy and 
put it up to him in no uncertain words - | 
and tones. But Buck refused to | 
accept the buck. 

“Just a minute, Mr. Gage,” he said. | 
“True, Bell hasn’t been examined nor 
received his policy, but that’s his | 
fault. The company stands ready to 
deliver his policy the instant he passes 
the test; we are tendering his policy 
to him conditioned upon that and 
that’s a good tender and relieves me 
under the statute from wrongdoing. | 
Suppose, after expense is incurred, any | 
man refuses his policy; is the agent 
never to be permitted to cash the note? 
You just go ahead and collect that 
note by law; if you don’t get the 
money, of course then I’ll have it to 
pay, because I am indorser.” 

There was no help for it— Mr. Bell 
had to be sued. He tried to set up the 
defense that the note, being payable to 
the maker, raised implication of notice 
of fraud or some defense by the maker, 


(Continued on page 31) 
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The Good Will Insurance of Business 


The Banker Realizes That the Customer’s Advertising Is 
His .“‘ Reputation Insurance;’? Some Current Publicity Ideas 


«© A T THE convention of the Associated 
Advertising Clubs of the World, held 

in St. Louis in 1917, I made the state- 
ment that any advertiser whocuts down 
on his publicity in an arbitrary way 
should have his credit reduced in the 
same proportion by his bank. In this 
day of desperate selling I want to re- 
peat that statement—with emphasis.” 
This is Festus J. Wade, of St. Louis. 

I asked him for his views because he 
knows consider- 
able about ad- 
vertising and 
because he is 
known by every 
banker as the 
man who made 
the Mercantile 
Trust Com- 
pany, of St. 
Louis, one of 
the country’s 
greatest finan- 


Festus J. Wade, president, cial institu- 
ercantile Trust Company, 
St. Louis tons. 


On this ques- 
tion of the attitude of the banker 
toward the advertising of his custom- 
. ers—concerning which such a lot of 
misinformation has contrived to get 
into print— Mr. Wade goes on to say: 

“It takes a smart man to manu- 
facture an article of really superior 
merit today, when so much good and 
dependable merchandise is on the 
market. It is of the utmost im- 


By T. D. MacGREGOR 


Vice-president, Edwin Bird Wilson, 
Inc., New York City 


“We hear a lot lately about business 
men cutting out their advertising on 
orders from their bank. Surely this 
cannot be a national condition—it is 
too economically wrong. I am tempted 
to believe that a majority of these 
stories are started by merchants and 
manufacturers who personally decide 
to cut down their expenditure and use 
the banker as a handy excuse. It’s 
an easy way to stop the publisher’s 
follow-up. 

‘Advertising is a powerful force, and 
no one deserving the right to apply it 
efficiently to his business should be 
denied that right. Bankers who have 
used advertising in their own business 
know this from experience, and should 
be the last ones in the world to say to a 
borrower, “You must spend this here, 
and you must not spend this in this 
place. If a man doesn’t know how 
to use advertising and will not use the 
services of an agency competent to 
handle it, he is a poor risk anyhow 
and the loan should be refused on 
general principles. 

“I hold that no man outside of a 
business is as competent to say how 
much shall be spent for advertising as 
the man who is inside, running that 
business. Advertising appropriations 


portance that he 
shall have an up- 

to-date plant and 
well - organized 
working force, so 
that his goods may 
be produced eco- 
nomically. But the 
biggest thing is the 
selling of the goods. 
If he can create a 
nation-wide demand 
for his particular 
brand, his good will is 
many times more 
valuablethan hisplant. 

He is careful to keep 

wry his plant insured. He 

- should be as careful to 

keep up his good will 

insurance, advertising. 

If he fails to keep up the 

insurance on his plant he 

isconsidereda poorcredit 
risk. Why shouldn’t he 
be considered a poor risk 


will 
“ Of the States ter equality in the’, y 


when he fails to keep up 
his‘reputationinsurance?’ 


should not be based on the past. 
What does it matter what last year’s 
sales amounted to? This isa new year. 
My advice is to base the expenditure on 
the possibilities of the business, rather 
than the history of it. 

“A great many banks hold the 
mistaken opinion that their own adver- 
tising appropriation should be based on 
capital and surplus, total deposits, 
gross profits and what not. Why set 
an arbitrary figure? Why spend less 
in going after new business this year 
if deposits decreased last year? It’s 
wrong on the face of it, but that is what 
happens when advertising is based on 
a percentage of deposits. 

“Lincoln said something to the effect 
that a man’s legs should be long enough 
to reach the ground. We can use the 
simile. A merchant’s or a_bank’s 
advertising appropriation should be 
large enough to cover the field. In- 
cidentally, the merchant should not 
have to apologize to the banker when 
he asks for a loan that is to be used 
for advertising, provided the security 
offered is acceptable. 

“I know whereof I speak. We have 
used advertising and found it good. 
We have made loans which were used 
for advertising, and found the loans 
good.” 


T HAS been the experience of most 

banks that one of the best sources 
of new business is the recommendation 
of present cus- 

tomers and it has 

been found an ad- 

vantage to make 
it easy for cus- 
tomers to give the 
names of prospec- 
tive new deposi- 
tors. The Illinois 
Trust & Savings 
Bank of Champaign, 
Illinois, does this by 
getting out a little 
folder entitled, 
‘“‘Heart -to-Heart 
Talk With Our De- 
positors.”’ The reading 
matter is a friendly 
talk leading up to a 
page of blanks, one 
space being set aside 
for suggestions for im- 
provement of the bank’s 
service and the other for 
the names and addresses 
of several possiblenewcus- 
tomers. The idea is good 
and should prove effective. 
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EGARDING the various news- 

paper advertisements reproduced 
herewith, comments occur to me as 
follows: 

Wheeling Bank & Trust Company, 
Wheeling, W. Va. (Fig.2): This adver- 
tisement shows the style of border, il- 
lustration, signature and type layout 
used for a long series of advertisements 
by this bank. It is an interesting ad- 
vertisement but the question arises if 
the value of the advertisement is not 
somewhat lessened by the iron-bound 
sameness. Of course there is a value 
about having the advertisements dis- 
tinctive but it is possible to do that 
and also have some variety in them, 
just as a person can have his own 
individuality but his friends like him 
all the better if he does not wear the 
same suit of clothes all the time, and 
he likes himself better, too. 

Northwestern National Bank, Min- 
neapolis (Fig. 1): One of a good series 
calling attention to the industries of 
the Northwest. Later on I hope to be 
able to publish something more on 
this subject from the advertising 
manager of this bank. 

Franklin Trust Company, Phila- 
delphia (Fig. 3): It is always hard to 
make an attractive advertisement con- 
taining views of several different build- 
ings which do not harmonize architec- 
turally. This is likely to be the case 
with branch banks, but the Franklin 
Trust Company has handled the 
matter rather well by means of circles 
and lines and the clever “day and 
night’? emblem. 


Peoples State Bank, Detroit (Fig. 3): 


“It is a Cornerstone of Detroit’s Pros- 
perity.” That fine idea is buried in 
the text of this advertisement. I 
would have played it up as a headline 
of the advertisement, although there is 
some layout advantage in not having 
anything to detract from the picture 
of the fine group of buildings. 

Mellon National Bank, Pittsburgh 


generally comes a full appreciation of what money is for. 
With the mistakes of youth in the past and the needs of 
old age just ahead, the importance of saving shows up 
unmistakably. 


Don’t wait for middle age to awaken you—start now 
to save. In the Savings Department of the Wheeling 
Bank and Trust Company you can begin with,$1 or any 
larger amount that suits you. 4% interest will be paid on 


WHEELING BANK 
AND TRUST CO. 


MARKET AT TWELFTH 


Fig. 2. A standard layout 


(Fig. 1): “Summer is here and people 
have their Summer Tours pretty well 
Arranged.” This advertisement was 
one of a series published last season 
with satisfactory results. 


O-OPERATIVE advertising of 

banks, as I have noted from time to 
time, is becoming increasingly com- 
mon. One of the most recent examples 
of it was seen in Augusta, Georgia, 
where for a couple of months last 
winter the banks composing the 
Augusta Clearing House Association 
united in a campaign on newspaper 
advertising, which included not only 
display advertisements but quite a 
number of news articles. A sample of 
the copy used is reproduced herewith 
(Fig. 3) and concerning the campaign, 
Hugh H. Saxon, manager, Georgia 
Railroad Bank, Augusta, said: ‘“The 


advertisements have created a very 
favorable impression, I think, and banks 
throughout the country have written 


ARE YOU IN PARTNERSHIP 
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us asking for information on the 
campaign.” 


VALUABLE table of facts con- 

cerning tax-exempt bonds has been 
issued by Greenebaum Sons Invest- 
ment Company of Chicago. It shows 
how the 7 per cent bonds of the com- 
pany yield more than tax-exempt 5 per 
cent bonds where tax-exempt incomes 
are $100,000 or less annually. 


HE HOME NATIONAL SERVICE 

is the name of the new external 
house organ issued by the Home 
National Bank of Arkansas City, 
Kansas. It is very attractively gotten 
up and is individually prepared 
from stem to stern. It ought to 
be a good advertising medium. The 
first issue had a circulation of 3,700 
copies. 


CLEVER use of the cartoon idea 

was made by the Bankers Trust 
Company of Indianapolis, in a mailing 
folder entitled, ““Where are your dis- 
charge papers?” It was particularly 
apropos on account of the discussion 
of the bonus bill and the whole point 
of course was for ex-service men to keep 
their discharge papers and _ service 
record in a safe place. The Bankers 
Trust Company offered to take care of 
them free of charge. 


RVING NATIONAL BANK used 

considerable space in New York 
newspapers for an advertisement, at- 
tractive typographically and convincing 
from an advertising standpoint. The © 
heading of the advertisement was, “By 
Saving 15 Days in Turnover a Factory 
Reduced Inventory 65%.” 

Beginning with a reference to the 
work of the Hoover Committee on 
elimination of waste in industry, the 
bank goes on to point out how its bill 
of lading service helps to eliminate ' 
delays in the turnover of capital. The 
(Continued on' page 38) 


uses needless 
the owner. Other property and life is endangered by keeping money on the person, tuck- 
ed away around the house or store, or even in safes, or vaults. Put 
Banks of Augusta. 


Ask Augusta Bankers About 
Money and Investments. 


The banks of Augusta are anxious and willing to serve the people of this city and section 


the 
> counsel and advice of experienced men can be obtained at ' 
ted in your thrift and savings, and every Orr icens 
STANDING among 
Senter of in t's 
Bank “ity. The i 
Join the ranks of the thrifty, industrious army of Augustans who are putting their money See Here is pp of Detroit's Iisa 
into savings accounts, getting it out of hiding, helping to push Augusta in the matter of Br ead aboh enthusiagm, st Sober “35 
and . The savings deposits of Augusta's banks are increasing at a to inten, wise 
most commendable rate and business is getting better. The industrial and construction 
situation is mach brighter in Augusta than it has been since the war, the agricultural the finan’ 
situation is improving and are looking up. Touch elbows in the upward and {tor of 
t, your money work along with ev sonnet ing Progress 
branches oreanization og per. 
All A’ Banks Four Per Cent In 
Banks Pay Four Per Cent Interest, Compounded Quarterly, Ban, 
. 
The Augusta Clearing House Association 
—Composed of— 
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WITH MIDDLE AGE 
your funds. 
WITH YOUR OWN MONEY? iS 
< GHT Have you ever stopped to figure out your relationship to your possessions? Is your 
money a burden to you, or a source of service? Money lying idle, hidden away some- 
over 
THE BANKS OF AUGUSTA, GEORGIA BANK 
‘| Fig. 3. Branch offices, co-operative bank advertising and a cornerstone of Detroit’s prosperity oe 
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THE BURROUGHS 


That Sinking Sensation=“Hands Up!” 


What One Teller Found Out About ‘‘Bandits’’ From Several of 
Them and What He Has to Say for the Employees’ Protection 


¢ ROW up your hands!” 
The command resounds through- 
out the bank. 
A teller makes a false move. 
A pistol shot rings out. 
The teller falls. 


The bandits make a hasty haul ~ ~ 


and a quick get-away. 

Such was the tragedy enacted in 
a bank, not many miles away from 
my town. 

Its vividness set me to thinking 
about the best thing to do, if bandits 
should invade our bank and place 
me, the teller, in such a predicament. 

Would I play such a heroic part, 
offering my life as a sacrifice? Would 
it be worth the price, for the defense 
of man’s gold? 

Would the directors expect me 
to do it? 

I talked the matter over with 
our president. He advised me 
not to place my life in jeopardy, 
to offer no resistance, let the 
bandits make their haul, and 


on their departure. Besides, we 
were fully covered by insurance. 

This almost seemed like an invita- 
tion to bandits, but our local police 
captain assured me that this was 
the best course to pursue if the 
bank was held up, so I dismissed the 
matter from my mind. 

I did not realize then, how soon I 
was to test their plan and whatever lay 
behind it—how soon I was to play a 
leading part in a drama enacted in our 
own bank corridor. 

One drizzly morning in March, a 
stranger approached my window, and 
presenting a ten dollar bill, asked that 
I give him ten singles in exchange. 

I had no reason to look upon him 
with suspicion, for there was nothing 
unusual in such a request. So, com- 
pletely off my guard, I proceeded to 
count out the money. 

As I was about to pass it over the 
window, I looked up into the business 
end of a revolver. 

For the smallest fraction of a second, 
I thought it was a joke, but quickly 
realized the grim reality of the situation. 

“Throw up your hands!” the stranger 
commanded. 

“Hands up!” came from various 
sections of the bank corridor. 

I obeyed promptly, for to my left 
was another man with leveled gun, and 
at the first window, still another 
covered the entire office force. To 
describe my feelings seems futile, for 

the sensation can only be realized by 


immediately notify the police up- 


By G. EDWIN HEMING 
Assistant Cashier, First National Bank 
Freeport, N. Y. 


one who has undergone the ordeal. 

Every employee obeyed but one, a 
girl bookkeeper, who uttered a shriek 
and ran from the room, locking herself 
in a coat closet. I cannot understand 
why the bandits did not shoot, but 
fortunately they did not. However, I 
felt that with four inches between me 
and eternity, such a move would not 
be warranted upon my part. 

“Open this door!’ the robber then 

demanded of me. 
_ I obeyed mechanically, and was 
forced into a corner of the cage, while 
he entered, keeping me covered with 
his gun. 

He then began to pile the bills upon 
his arm, dropping some upon the floor 
as he passed from the cage, down the 
corridor and out of the bank to a high- 
powered car that stood waiting with 
engine running. 

One bandit remained stationed at 


the door, with revolver levelled at our. 
heads, until the last moment before 
their get-away. 

Then came the warning: “The first 
one that follows us out gets the 
lead!” 

And they were off. 

“Get the number of the car,” 
our cashier shouted. 

Several of us made a note of it as 
it shot by the bank window. In an 
incredibly sbort time the police were 
informed and given a description of 
the car. The officer at the desk had 
his instructions for just such an emer- 
gency, and he followed them to the 
letter. Every village and station 
within a complete circle around our 
town was notified of the crime and 
told to watch out for a 
described car containing 
three men. 

So, while the bandits 
thought that they were 
safe and that they 
would be in the city 
spending the coin 
before we realized 
whathad happened, 
a net had been 

} spread around them 
J and every avenue of escape 
Jf closely guarded. 

Word of the robbery had 
» been flashed to a police booth 
at Jamaica, which is about 
twelve miles from our town, 
and the officer was on the 
alert. Recognizing the car from the 
description as it shot by, he hailed a 
passing car and followed in pursuit. 
This car, however, was not fast enough, 
so the officer hailed one of a more 
powerful type. 

In the meantime one of the bandits 
had abandoned the automobile, and 
had walked toward the trolley line to 
await a New York car. 

However, he was recognized by the 
driver of the car which the police officer 
had abandoned. Riding up to the 
place where the bandit was waiting, 
the officer offered him a lift to New 
York. Suspecting nothing wrong, the 
bandit accepted. At an opportune 
moment the driver drew up to another 
police officer and turned over his 
captive. 

Meanwhile, the first police officer 
followed in pursuit of the car. Round- 
ing a bend in the road, he came up 
with it, just as the last man was about 
to abandon it. The thief realized the 
game was up and drew his revolver. 
Before he had a chance to use it, the 


(Continued on page 49) 
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Old-Fashioned Methods are as Costly on the 


Farm as in the Bank 


5) 
— 


Cu 


ago banks “made change” from the old cash drawer. 
Today, no bank would think of counting change by hand. The 
modern mechanical change-maker has replaced the old method. It makes 
possible greater speed with positive accuracy. 


A generation ago, farming with 
horses was practical. Today, how- 
ever, the farmer can no more hazard 
his profits, than can you, with slow, 
uncertain and costly methods. If he 
is to compete successfully today, he 
needs the untiring, dependable 
power, the greater work capacity 


and the economy of the tractor. 


We urge you, as a banker and 
leader in the welfare of your commu- 
nity, to acquaint yourself with the 
advantages of tractor farming. We 
shall be glad to send you the same in- 
formation we send farmers regarding 
the Cletrac line of crawler tractors. 


THE CLEVELAND TRACTOR CoO. 


Largest Producers of Crawler Tractors in the World 


19113 Euclid Avenue 


Cleveland, Ohio 
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Just Published 
A Manual of Corporate Law, 
Finance and Accounting 


Corporation 
Procedure 


By" Thomas Conyngton of the New York Bar; 


R. J. Bennett, C. P. A., Member American Insti- 
tute of Accountants; Hugh R. Conyngton, Chair- 
man Fé the Board, Ronald Press Company; Paul 
W. Pinkerton, C.P.A., Mgr. Com’l Dep't., 
Coffield, Sanders & Company. . 


In this one great volume is concentrated 
full, definite, and authoritative counsel 
and working methods covering each 
of the three important problems of 
corporate management—law, finance 
and accounting. For the use of cor- 
poration officials, lawyers, accountants, 
bankers and investors, this publication 
will prove the standard guide in all 
matters of corporate administration. 


An Indispensable Manual of 
Corporate Management 


“Corporation Procedure” shows you 
exactly what to do at every point in 
organizing and managing corporate 
affairs. Questions of the charter and 
by-laws, limitations of indebtedness, 
special provisions, organization meet- 
ings, and dozens of similar topics are 
handled so fully and explicitly that you 
simply can not go wrong. 

In handling Spe questions, this manual brings 
you advice and information covering every con- 
tingency normally arising in corporate proce- 


dure. The material presented can be used in 
any State. 

More than two hundred and fifty cor- 
porate forms are given—the most 
complete collection ever brought to- 
gether between two covers. 

“Corporation Procedure” goes right to the heart 
of the financial problems you will encounter in 
organizing and managing a corporation. It 
shows you in detail how to construct workable, 
successful financial plans—how to whip an 
enterprise into shape, how to promote it, and 
how to secure capital on a favorable basis. 
Practically every conceivable situation in 
corporation accounting is worked out in this 
volume with clear, detailed examples. Changes 
in accounting technique made necessary / 
modern developments in the corporate structure 
—as the use of no-par value stock—are gone over 
carefully. 1922, 1,800 pages, cloth, $10.00. 


Get It for Free Examination 


Nothing like this manual has ever 
before been published. Its price— 
$10.00—is small for the amazing 
amount of material contained. Let us 
send you the book for 5 days’ free ex- 
amination. Within that time you can 
decide whether you want to keep it or 
return it without further obligation. 


The Ronald Press Company 


20 Vesey St. Publishers New York 
AT BOOKSTORES #iiiMUHHMIMM OR BY MAIL 


The Ronald Press Company, 20 Vesey St., New York 
Gentlemen: Please send me postpaid for inspec- 
tion “Corporation Within five 
days of receipt, I will remit the full price, 
$10.00, or return the book to you. 

Foreign orders and those from U. S. possessions 
must be accompanied remittance which will 
be promptly refunded tf the book is returned, 
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THE BURROUGHS 


Teamwork, When Going Is Rough 


By CHARLES MOREAU HARGER 


LF RINGLING used to say that 

when skies were fair, trains on 
time and crowds large, running a circus 
was just one perpetual picnic. But 
when rains fell, trains were delayed, 
attendance poor and employees con- 
trary, it was Hades. 

It is much the same way with bank- 
ing. Whencrops are good, prices high, 
deposits growing and loans paid prompt- 
ly, the banker sleeps well o’nights and 
feels that he is on Easy Street. But 
when the price-level of products falls, 
unemployment reigns, deposits are 
being drawn out for living—well, that 
is why so many bankers have gray 
hairs before their prime. 

The past two years have been gray 
hair inducers—not only in big city 
institutions but in country banks, 
which after all comprise about 90 per 
cent of the whole. It would be a good 
thing if every customer could have a 
little experience behind the counter. 

Four years ago when the Newbern 
State Bank was organized, Almah 
Foster, a farmer, worked every possible 
scheme to be its president and succeeded. 
He was very proud of it, moved to 
town and prepared to enjoy life. 

Things went along swimmingly until 
the spring of 1921 and then he com- 
menced to stay at the bank nights 
figuring up the past-due paper and 
studying the over-drafts. 

“Got a pretty soft snap here,”’ re- 
marked Squire Merrill as he came in 
one day last fall. “‘How do you like 
bein’ a financier as far’s you’ve got?” 

“I'd like it better if folks didn’t 
think it a snap,’ came the reply in a 
weary voice. “You and your neigh- 
bors manage your farms and let me 
worry about your debts. Talk about 
the minister and doctor hearing folk’s 
troubles—the banker has ’em both 
beat—these times, especially. I’m a 
father confessor to half the town and 
neighborhood and I'd like to have 
some co-operation from the other side 
of the counter.” 

Probably most bankers feel this 
need of teamwork and strive to get it. 
Especially in the present period of un- 
settled financial conditions, it is more 
essential than ever and can come 
only from a feeling on the .part of 
customers that the bank gives a 
comprehensive service and should be 
consulted on a wide variety of financial 
matters. A Nebraska country bank 
in a town of less than 10,000 popu- 
lation, reports that on a single day 
eighteen direct inquiries on financial 
matters were made of the cashier by 
the institution’s customers. Here were 
some of them: What is the best form 
of insurance for a young man? How 


should a widow invest her insurance 
money? What about a certain life 
insurance company? What of a cer- 
tain telephone stock? What class of 
bonds for a trust fund? Where can I 
get information about certain oil 
stock? And the fact that the bank 
was able to give intelligent answers 
made every one of the eighteen cus- 
tomers feel that he was working in 
conjunction with his bank—that he 
was in a way a partner in its operations. 
It is the finest sentiment the bank can 
build up in its community. 

This encouragement of teamwork 
rests largely with the bank. The out- 
side public is not greatly interested 
in any firm’s success. It has enough 
to do to care for its own, but it 
does respond to the bank’s efforts to 
make the way of the customer— or even 
of the non-customer—easier. Take 
the case of Sam Newland, a farmer out 
in Dickinson County, Kansas. Sam 
owns three or four farms and is a cattle 
feeder. Last winter he borrowed from 
the County Seat National Bank for 
feeding operations, and when he 
shipped the cattle, ordered the funds 
remitted to that institution. But the 
bank saw none of the returns and Sam 
went on blithely checking out for his 
needs. One day the cashier met himon 
the street and remarked: 

“Sam, don’t you ever get any money 
for those cattle you are shipping?” 

“Sure! You ought to know, for its 
coming to your bank.” 

“But we don’t know—we haven't 
seen any of it.” 

Sam was worried and started an 
investigation. He found that a stock- 
yards clerk had been careless and had 
remitted to the County Seat State 
Bank instead of to the National, and 
the account had been piling up to Sam’s 
credit, some $6,000 of it. Over in the 
National was an over-draft of about 
the same amount—but the bank had 
kept on paying checks to keep Sam’s 
credit good. It was a service the 
banker felt he ought to give because he 
had an interest in his customer’s suc- 
cess and did not wish to embarrass his 
operations. 

The upbuilding of this sort of a rep- 
utation for helpfulness spreads. Whole 
neighborhoods do business at one bank 
because of the experience some family 
has had with its officials. A country 
banker related the other day an ex- 
perience in a canvass of his county for 
funds to build a hospital. When the 
solicitors went into Tilden township 
they discovered that with two excep- 
tions every check was given on the 
Merchants Bank. Evidently there had 
been a community interest in the 


(Continued on page 28) 
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You yourself can test the 
of business papers. Send for the 
7 Parsons Tests, They are free. 


Sor Crackle 


Learn from your dead 
records the value of 
the / Parsons tests 


| ieee the papers in your stored records 
—in your transferred files. There lies the 
clue to many costly mistakes, troublesome 


’ oversights, irritating wrangles with customers. 


You will see the costly weaknesses of poor 
paper bared in the daily fight with busy, re- 
lentless fingers: blurred writing, faded writ- 
ing, indecipherable writing—torn, dog-eared, 
wilted, decrepit papers. 


Records are priceless to your business. Good 
paper is an important help in safe-guarding 
those records, in keeping them legible, safe 
and speeding reference to them. 


Parsons ledger and bond papers are made 
to meet the exacting demands of business. 
68 years of paper-making have taught us 
exactly what those demands are and how to 
meet them. | 


Send for the Parsons Tests—a series of 


simple tests that will enable you to judge 


for yourself the merit of business papers. 


Parsons Paper Company 
Hotyoxg, MassacHuseETTs 


ARSONS 


DEFENDUM LEDGER PAPERS 


PARSONS PRODUCTS: 


Defendum Ledger Parsons 
Bond Alg in Bond 
Gothic Bond ercantile 
Record Old Hampden Bond 


PARSONS PRODUCTS: . 


Mercantile Bond Parsons 
Linen Scotch Linen Ledger 
Parchment Bristol 
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Keep Funds 
Profitably Employed 


This is a time when our extensive 
facilities can be especially serviceable 
to banks in making the best use of 
surplus funds which they desire to 
keep profitably employed. 


We have for years given special at- 
tention to the investment needs of 
banks—know their investment prob- 
lems intimately. 


As underwriters of bond issues of 
the highest grade andas large distribu- 
tors of Government, Municipal, Public 
Utility, Railroad and Corporation is- 
sues, we are able tosupplyinvestments 


which fit in with a bank’s needs. 


Put your current investment problems 
up to us. Let us suggest securities to 
meet your requirements. We shall be 
glad to do so without obligation. 


HALSEY, STUART 


INCORPORATED 
CHICAGO NEW YORK BOSTON PHILADELPHIA 
209 S. La Salle Street 14 Wall Street 10 Post Office Sq. Land Title Building 
DETROIT MILWAUKEE ST. LOUIS MINNEAPOLIS 


Ford Building 


1st Wis. Nat’1Bk. Bldg. Security Building Metropolitan Bk. Bldg. 


- 

= 
ADVERTISING SECTION 


A Market Worth Investigating 


THE direct and indirect purchasing power of America’s financial institutions 
is tremendous. Banks represent the cream of the national market in a 
great many lines. They are preferred, immediate prospects in scores of 
others. And aside from their special needs, they are large consumers of staple 
business commodities. 


Ir you are manufacturing or distributing nationally a product that banks 
use, it will pay you to investigate The Burroughs Clearing House as a medium 
for you to merchandise your product to the bank market. We shall be 
glad to send further details without obligation to you. 


THE BURROUGHS CLEARING HOUSE, DETROIT, MICHIGAN 


THE BURROUGHS 
(Continued from page 26) 


institution, with the result that the 
whole neighborhood was doing business 
there. In another township the First 
National checks were far in the lead. 
The banks were in the same town, on 
opposite corners of the business street’s 
main intersection. What had hap- 
pened? Somehow a service had been 
given by each that had been reported 
from neighbor to neighbor, from farm- 
stead to farmstead, and induced a 
general patronage. But the bankers 
worked for it. 

One of the hardest things for the 
farmer—and other patrons, too, for 
that matter—to understand is that the 
banker feels responsibility for the suc- 
cess of every customer. The other 
day I met a bank president who has for 
thirty-five years. been behind the 
counter in a farming section. He be- 
gan as a clerk and then rose to cashier 
and finally, after the heart-breaking 
days of the latter nineties, started a 
bank of his own and has been its presi- 
dent since. It is not a big bank as 
city banks go, and its growth has been 
only in accordance with the develop- 
ment of the county. 

While we were talking, a young man 
called him aside for a few minutes’ 
whispered interview. When the visitor 
went out the banker silently watched 
him until he had climbed into his car 
and driven away. 

“That’s the third generation,” he 
mused. “That boy’s grandfather was 
one of the first customers for whom I 
cashed a check. Then the father be- 
came a customer when I started for 
myself. And what do you suppose 
the grandson wants?” 

“To borrow some money without 
security?” 

“Partly,” with a smile. ‘Most 
people think that the usual reason for 
visiting a bank. He wanted the 
money for a wedding trip. He is en- 
gaged to a nice girl, daughter of a 
neighboring farmer, but the old folks 
think the couple ought to wait. So 
they are going to get married tonight 
and slide out on the Overland Limited. 
He has talked it over with me several 
times and, while I don’t like to butt in- 
to my customers’ home affairs, I’m 
going to let him have the money. 

“But I started to say,” he went on, 
“that three generations have done 
business with me. Once the father 
was almost down and out. A tornado 
swept away his buildings, crops were 
poor, the family was sick. I drove out 
to the farm and talked it over, with the 
result that I let him have two thousand 
dollars without a cent of security —for 
he had nothing that was not mortgaged. 
Then he and I consulted almost every 
week for three or four years and I gave 
him all the advice and help I could and 
furnished the money to buy some cows 
and put him on his feet. Eventually 
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CLEARING HOUSE 


he won out and last year paid off every 
cent he owed. He has raised a nice 
family, and knowing the boy and girl 
as I do, I believe they will raise another. 
If the father won’t help them, I will.” 

His eyes twinkled with pleasure at 
the surreptitious undertaking in which 
he had just engaged, and it was plain to 
see that he was not in the banking 
business simply for the money end of 
the game. He actually felt that he was 
the partner of the persons who favored 
him with their business and that in 
their success he also had some credit. 

The experience of the past two years, 
when the banker was compelled to 
draw the line closely on accommoda- 
tions in order to be certain that he 
could maintain his deposits, has been 
atrying one. The sharp limit of loans 
to absolute essentials continues. Yet 
it gives the banker opportunity to 
obtain co-operation from his customers, 
if he be frank in his dealings. The man 
who a little hesitatingly takes the 
banker into the rear office and wants 
to know if he can borrow $500, may 
be treated in one of two ways. He 
may be told firmly and positively that 
he cannot have it, that the bank is not 
making loans—and be sent away re- 
sentful toward the whole banking fra- 
ternity and toward this particular 
bank in particular. Or he may be in- 
vited to “talk it over.”’ Such a re- 
quest the other day was backed by the 
excuse: 

“T want to buy another automobile 
for the family.” 

“But you have one now?” 

“Yes— but we use that on the farm 
and for carrying produce to market. 
It is not in good condition for the folks.” 

“Now see here,”’ explained the bank- 
er. “You should think a little. Your 
present car is paying its way; a second 
one will be an expense that you can- 
not afford. Why don’t you get along 
a while with the old car until you get 
enough ahead to pay cash for the new 
one? Wecan’t let you have money to 
buy another car; maybe another bank 
will, but think it over.” 

In a few days the customer came 
back. ‘Wife and I talked over what 
you said,” he volunteered, “‘and have 
decided that you are right. We will 
wait awhile.” He is still waiting, for 
the past season barely gave him a liv- 
ing and he appreciated the advantage 
of being out of debt. 

The readjustment period has made 
it essential that the banker spread the 
sentiment of his good will and of the 
actual conditions among his customers. 
He can do much to lessen the frequent 
complaint that the banks are not 
giving the people, as a whole, a chance. 


' The fact is they have exerted them- 


selves to loan money to their clients 
and have tried to hold up the commu- 
nity standard in a time when deposits 
were being drawn out for investment 
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Let Rand stand between 
you and forgeries 


OU can’t tell when your bank will be next in the long list 

of forgeries that daily take an enormous toll from American 

banks. The forger usually chooses a “‘rush hour”’ for his work. 
That waiting line urges haste—you take a chance and lose! 
Perhaps only once in many months, but the risk is great. 


Visible Signature Cards 


eliminate the desire to “‘take a chance”’ by passing checks during 
rush hours without first comparing the signatures on the checks 
to the originals on file. That’s how Rand stands between you 
and forgeries—it is but the work of a few seconds to verify every 
signature with the original when RAND is used. 

Losses are positively prevented — because with the original visibly 
displayed before the eyes of the paying teller —quick comparisons 
are possible—the spurious signature is instantly detected. 


Let us prove to you how Rand 
Visible Signature Card Equipment 
will protect your bank. Ask for 
pamphlet ‘‘G’’ and full informa- 
tion. No obligation. 


Rand Company, Inc. 
nye 94 Rand Building 
North Tonawanda, N. Y. 


Originators and World’s 
Largest Manufacturers 


Visible Index Equipment 


Illustrating the Rand 
Principle. The tray of the 
Traco Cabinet is extended, 
the desired card selected 
and the signature on the 
check instantly verified— 
the work of three to five 
seconds and absolute pro- 
tection. 
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You Already Own 


' Any standard typewriter is all you need to start 
an efficient mailing list with Elliott Index- 
Address Cards. We sell you the blank cards, 
your stenographer can stencil your addresses 
into them during her spare time, and then these 
cards are ready to print their own addresses 
forever after. 


\— 


Elliott Index-Address Cards come in 8 different 
colors. You can write or print on their tough 
fibre frames and file them card-index fashion. 
Corrections in addresses can be made without 
throwing away these frames. Simply remove 
stencilled center, insert a new blank, and card 
is ready to be used again. Very easy to keep 
a mailing list alive and up to date. 


This retary Elliott ADDRESS-PRESS costs 
much less than a typewriter. It automatically 
iransfers typewritten addresses from the in- 
dexed stencilsto your circulars, etc., ata speed 
of 60 per minute. Uncle Sam's big army of 
Postmen is then ready to deliver your sales- 
talks, direct to the -_ you want to reach 

for 1 cent per call. No railroad fares, hote 

bills or expensive selling crews. By far the 
quickest and most profitable way to sell goods 
nowadays! 


The Eiliott C 


142 Albany St., Cambridge, Mass. 
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in securities paying high interest rates 
and in the ordinary expenses of living. 
The localities that had the greatest 
boom have had the sharpest fall. 

During this readjustment comes the 
test of the bank’s teamwork, its part- 
nership with its customers and with 
the community. Just so far as it has 
built up this co-operation will it be 
able to maintain its usefulness and 
meet the new conditions. 

“The most difficult task we have 
had,”’ said a banker who is located in a 
country town, “has been to convince 
the public that we were doing the best 
we could for the community and 
playing no favorites. I have talked at 
every meeting where they would let 
me on the platform—schools, farmers’ 
institutes, country club entertain- 
ments, women’s clubs and even at a 
church convention, with the one topic 
—the bank wants the co-operation of 
the people and it must have their 
confidence if the country is to come 
steadily back to normal financial 
conditions. This will not come volun- 
tarily from outside—the banker must 
go out and win it by showing his desire 
to help, not only in civic affairs and in 
community uplift but by his personal 
interest in every customer and his 
willingness to give freely in financial 
quandaries the best advice of which he 
is capable.” 

This is good sense. When a bank 
sees a third of its deposits drawn out — 
as has been the experience of thousands 
of institutions in the past year—it 
means much to have the backing of 
loyal, courageous ‘customers who 
understand the situation and are 
willing to do their part in lessening 
burdens. That is the teamwork the 
banker needs today—and it is up to 
him to develop it in his constituency. 


A. I. B. Library Extension 


LETTER to every one of the 1,000 

banks in Wisconsin announces the 
Library Extension Service offered by 
the Wisconsin State Chapter of the 
American Institute of Banking in co- 
operation with the Wisconsin Free 
Library Commission. 

“We believe,” says the letter, “‘there 
are bankers who like to read good bank- 
ing and business literature, in book 
form, both for their own instruction 
and to obtain data for talks, etc. 
Many bankers are unable to obtain the 
desired books through lack of library 
facilities. There are 640 banking towns 
in Wisconsin. There are 210 libraries. 
Is your town one of the 430? 

“If there is no library, we will bring 
one to you and keep it up-to-date. 
The commission will announce this 
plan to all librarians and also purchase 
additional books from time to time.” 

Better library facilities are offered 
to charter members also. 


THE BURROUGHS 


HIS company man- 

ufactures 35 styles 
of home savings banks. 
More than 6000 banks 
throughout the United 
States and Canada use 
them. 


Over 5,000,000 are now 


in service. 


It is very important for 
banks to offer definite 
help to savers. Our 
recording safes answer 
that purpose. You can 
attract many new depos- 
itors through their use. 


“The AUTOMATIC 


RECORDING SAFE CO. 


159-NORTH-STATE-STREET 
CHICAGO 
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CLEARING HOUSE 


A Course Where Angels Fear 
to Tread 


(Continued from page 21) 


and George Updyke was put to it to 
find authorities on the point, for it has 
not received much judicial attention. 
But the case of Oschenreiter v. Block, 
173 N. Y., 734, and Clark v. Whitaker, 
117 La., 298, 41 So., 580, decide that 
there is no such implication from draw- 
ing a note in that way. The general 
rule may be found in 6 A. L. R., 456, 
and is that the purchaser of a nego- 
tiable note is under no duty to the 
maker to inquire if he has a defense to 
it, although he may know the maker 
and even be in telephonic communi- 
cation with him. Of course Bell had 
to pay, but Lyman Chase’s prediction 
that he would become an enemy was 
well borne out by later incidents. It 
was only when the Seedgrowers Bank 
-was able, some time later, to render 
Mr. Bell a real service, that he re- 
lented and ceased his campaign of 
active opposition to the bank’s in- 
terests. 

When Chester Gage had bought the 
notes of Kilgore, he knew, as he had 
for years, the general rule of law re- 
lating to negotiable paper in the hands 
of a bona fide buyer, which is that any 
defense which the maker might have 
had against the payee, is lost when the 
note goes into the third party’s hands. 
He knew of no exception whatever 
to that general rule, but when he came 
to collect the Tillotson note, he learned 
of an important exception. 

Tillotson claimed that the note was 
void for usury—that Kilgore had 
drawn it for an amount greater than 
Tillotson owed him for his policy, and 
then made it draw interest from date, 
and Mr. Tillotson flatly refused to dis- 
charge the note. Gage asked Tillot- 
son to remain while he sent for George 
Updyke, and when the lawyer arrived 
the two stated the case, each accord- 
ing to his own views. 

“Well, in the first place, Mr. Gage 
and Mr. Tillotson, as this is a national 
bank the statutes of the state making 
a usurious note voidable do not apply, 
for the federal law governs national 
banks in that regard as well as others, 
and provides that the bank loses the 
interest only. Another question comes 
in, however, which concerns all bankers 
and that is as to the defense of usury 
by a maker of a note against a bona 
fide holder in due course, that is, a 
buyer for value who does not know of 
usury. As to that the courts are in 
apparent conflict, but study shows the 
conflict to be mostly in the statutes 
which the courts are interpreting. It 
seems clearly established that in those 
states making a usurious note void by 
statute, such as New York, West 
Virginia, lowa and others, the defense 
is good, for the paper is a nullity; but 
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AN HONESTLY-BUILT DOOR 
HE NEW VICTOR Armored Door is de- 


signed for the banker who wants adequate 
protection against burglarious attack plus an ad- 
vantageous burglary rate. 


Insurance may recompense for monetary loss sus- 
tained, but it cannot restore the damaged prestige 
of a bank whose vault has been rifled. 


Victor Armored Doors are built with a plate of 


five-ply chrome steel across the entire front of 
both door and vestibule. 


The door plates are fastened together in laminated 
construction by screws. They are the full size of 
the opening and not merely scrap plates held by 
cement. There is a large torch-resisting plate, only 
slightly smaller than the door opening. 


A number of Victor Armored Doors are in work 
at our plant and we shall be glad to show pros- 
pective purchasers all steps in their construction. 


Literature and specifications about this handsome, 
massive, honestly-built door will be sent on request. 


VICTOR SAFE & LOCK COMPANY 


1656 CLENEAY AVENUE 
CINCINNATI, OHIO 
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America produces only one-tenth 
of the world’s wool and spins twice 
the quantity grown here. 
balance is imported from Australia, 
South America and the Near and 
Far East. Without the co-opera- 


Capital and Surplus 
$20,000,000 


e clip from all over 
the world 


HE 3,000-year-old processes of tion of large banks having interna- 
fabricating sheered fleece into tional connections, this commerce 
clothing have become so specialized would be difficult and financially 
that today wool supports at least a hazardous. 

score of distinct industries. 
of these has developed commercial 
practices which must be well under- 
stood by the banker who purposes 
to serve them intelligently. 


The world-wide connections of 
The National Shawmut Bank can 
be used to excellent advantage in 
financing wool operations, and in 
speeding the handling of docu- 
ments. Nearly three-fourths of 
U. S. importations enter via Boston, 
to keep New England mills hum- 
ming. An ever-growing volume of 
raw and manufactured wool financ- 
ing is handled through this bank. 


The 


Correspondence is 
cordially invited 


THE BANK 
of BOSTON 


— 
©) State Bank of Commere ' 
Minneapolis, Minn. 


7,000 New Accounts 


This Calendar Bank brought more than 7,000 
new and active accounts to the State Bank of 
Commerce, of Minneapolis, Minn. 

We shall be glad to refer you to many other 
banks which are obtaining olentta results from 
our system. 

Write us for particulars. 


SAMPLE BANKS SENT TO BANKS Upon REQUEST 


Speer-Rosefelt Calendar Bank Company, 
Dept. M., M. & M. Bank Building, Milwaukee, Wis. 
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THE BURROUGHS 


in other states, where the statute 
merely forfeits the interest, the de- 
fense is not available by the maker 
against a bona fide holder, but the 
note must be paid according to its 
terms. The general rule that the 
bona fide holder of a note to which he 
is not an original party holds it free 
from any defect of prior parties and 
free from defenses available as be- 
tween the original parties is qualified 
only by statutes which make the paper 
void. Now there are statutes of 
various kinds which make notes void 
for various reasons. For instance, 
some states say that a note given fora 
subscription to the stock of a corpora- 
tion is void unless the thing for which 
the note is given is stated therein. 
Bankers everywhere should be thor- 
oughly informed in regard to any such 
statutes in their own states, for at any 
time they may buy notes, thinking 
themselves in safety, and the notes 
turn out void for some statutory 
reason and uncollectable.” 

“You mean that there isn’t any way 
I can avoid paying that note—is that 
your honest view, Mr. Updyke?” 
asked Mr. Tillotson. 

“Yes, to both questions,” replied 
the lawyer. ‘But if this bank charges 
you interest that amounts to usury 
on the original debt, you can (and 
must to recover) sue the bank in a 
separate action for double the amount 
of interest paid.” 

“And you say that state laws relat- 
ing to usury do not apply to a national 
bank?” asked Gage. 

“That is what the courts say,” 
replied Updyke. “But I am thinking 
of what seems an interesting question. 
Suppose we are in a state which makes 
usurious notes void; now that is by 
state law; such a note is sold to a 
national bank; does it thereby revive 
and become a good note? There is a 
case in the 112th Ga., page 232, also 
found in 37 S. E. 381, First Nat. Bank 
v. McEntire, which holds in effect, 


that it would. I can find no other - 


case where the point has been touched 
upon directly, but there are plenty of 
cases reported in states with such 
statutes in which the courts hold con- 
tinually that the state laws as to usury 
do not affect a national bank at all, 
mostly in cases where the note is made 
direct to the bank. I'd certainly like 
it if some lawyer who knows of a case 
deciding this point specifically would 
let me know of it.” 

*“Must be from Missouri,” remarked 
the banker. 

“Yes, a long way from there,” said 
Updyke. “Fact is, I won’t rest com- 
pletely at ease until I know for sure 
whether a piece of paper once void by 
state law, can become a good security 
by operation of a superior law.” 

“Well, you'll have to worry about 
that alone. Figure up how much I 
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CLEARING HOUSE 


owe you, Mr. Gage, counting the 
original debt of $625 with your usual 
rate of interest, and I’ll pay it,” said 
Tillotson. 

“And [ll make Mr. Buck Kilgore 
pay the rest—is that right, George?” 
asked Gage of the lawyer. 

“Right as rain,” said the attorney. 
“To that extent, at least, you can 
buck Buck at his own game.” 


The Chain Idea in Business 
Building 


(Continued from page 9) 


New Business Department for the 
development of new correspondent 
banking business and for giving our old 
correspondents a broader and more 
valuable service. It has often occurred 
to me, however, that any group of 
non-competitive banks which carry on 
new business work and no one of which 
could stand the expense of a very 
elaborately appointed New Business 
Department, might well consider the 
formation of a Community New Busi- 
ness Department similar to ours, with 
the maintenance expense divided pro- 
portionately among the co-operating 
banks. 

Members of our Community New 
Business Department include banks 
rather close by, and others at a con- 
siderable distance from Madison. One 
member is an institution as large as our 
own. Another is located at a four- 
corner cross-road town off the railroad. 
Service rendered, of course, varies 
accordingly. 

And we have every reason to believe 
that we are performing a real service 
to our member banks. Of course, a 
complete banking service is rendered 
the banks in addition, but it is the 
advertising and new business service 
rendered our correspondents that forms 
the backbone of our co-operative 
enterprise. 

Our Community New Business De- 
partment is conducted by men well 
grounded in the banking profession 
and well acquainted with the activities 
of a trust company, but primarily they 
are advertising men acquainted with 
advertising methods and advertising 
values. That a thorough knowledge of 
banking is necessary for the bank 
advertiser and new business worker, 
just as a knowledge of the clothing 
business is necessary for the advertiser 
of men’s clothing or a knowledge of the 
lumber industry is necessary for the 
man who merchandises lumber, is all, 
of course, axiomatic. I believe, however, 
that there are many more errors com- 
mitted and much more money wasted 
because of a lack of knowledge of 
advertising values by bankers than 
because of a lack of knowledge of 
banking on the part of advertising 
men. 


yet light as wood. 


Bankers’ Check and Deposit Tray 


Insures More and Better Posting 
Sold Under Broadest Guarantee 


3 
No glue, % 
nails or screws , 
to work loose. 


Strong as steel 


Cannot warp 
or come apart. 


ANKERS’ Check and Deposit 

Trays used in connection with 

your bookkeeping machines will 

pay for themselves in a few days, 

because they enable bookkeepers to 

handle their work with maximum 
efficiency. 


A glance at the illustration will 
reveal the convenience and sim- 
plicity of this tray. 


Simply place it upon the shelf of 
bookkeeping machine stand, or 
desk. 


Sort checks alphabetically and 
place them face up in compartment 
““checks not posted.’’ 


Sort deposit tickets alphabetically 
and place them face up in com- 


Monolithic Cast 
ALUMINUM 


Olive Green 
Finish 


partment ‘“‘deposit tickets not 
posted.”’ 


As the checks are posted place 
them face down in compartment 
“‘checks after posting,’’ and as the 
deposit tickets are posted place them 
face down in compartment ‘‘“deposit 
tickets posted.”’ ; 


By following these simple instruc- 
tions the checks and deposit tickets 
are kept in proper order, none of 
them getting out of place because 
of wind or minor accidents. 


Note that there are convenient 
compartments for pins and sponge. 


A limited number of these trays 
are available for immediate delivery. 
Order yours today. 


PRICE $10.00 EACH 
F. O. B. DETROIT, MICH. 


American 


DETROIT, MICH. 


Bankers Specialty Co. 


SOLE DISTRIBUTORS 


Dime Bank Building 
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It Brings More haute to Your Bank 


The Universal Desk Calendar Keeps Your 


Message of Service Before Your Customers 


Cabndar 


This Calendar is 
Making Money 
for Many Banks. 
It Can Do the 
Same for You. 


When an executive puts a Universal Desk Calendar on his desk it stays there. It 
is not only extremely serviceable; it it dignified and attractive. The stand is made of 
steel’ and is finished in brown enamel. 

We print your service messages (sixteen of them) in rotation in color in the large 
space under the date. Here is a splendid opportunity to tell the business executive 
daily of the many ways in which your bank can be of service to him. 


Write us today on your letterhead for a free sample and 
exclusive distribution privileges. You must see this 
calendar to appreciate its busi getting possibilities. 


THE SOUTHGATE PRESS 


85 Broad Street Boston, Mass. || 


Machine Stands At 
Special Prices This Month 


An oversupply of adding and bookkeeping machine stands makes it 
possible for us to offer new tubular stands at special prices this month. 


These stands come in many different styles and sizes to fit your 
particular machine. Each is equipped with check table. 
Just look at these prices: 


For High Keyboard Adding Machines 


High or low stand - $12.00 
For Low Keyboard Adding Machines 

High or low stand - - - $12.00 
For Bookkeeping Machines 

High or low stand - - - $23.50 
Ledger Tables (adjustable height) - $10.00 


Ask your Burroughs salesman to show you the various styles and 
sizes. Call him today—pick the stand you need before the supply of 
these specially priced stands is exhausted. Or write direct to 


Burroughs Adding Machine Company 
Detroit, Michigan 
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THE BURROUGHS 
The Interest Column 


By DON KNOWLTON 


eae all the bucket shops have 
to put in their buckets these days 
is the water they can squeeze from 
their stocks. 


Three customers were waiting im- 


patiently before the A-C window. 


But the A-C teller was reading a 
letter—and the customers continued 
to wait. 

The cashier slipped behind the 
teller’s cages and peeked over the 
offending teller’s shoulder. 

“Dearest boy,” he read, “‘it has now 
been three weeks since I have heard 
from you and—” 

The cashier withdrew hastily, un- 
seen by the teller, coughed, and said 
in a loud voice: 

“Three customers waiting, Jim. Is 
that extremely important bank busi- 
ness you have there?” 

“Yes, sir,” was the immediate reply. 
“It’s a letter from a country corre- 
spondent demanding more interest.” 


Seme men lie awake at night and 
worry. Others go to sleep and let 
their bankers worry. 


The Employees’ Contest for New 
Accounts was on at the Modern Trust 
Company. 

The Ernest Teller was soliciting an 
account, and the prospect was dubious. 

“I don’t see,” said the prospect, 
“that I can get any more at your bank 
than I can at any other bank.” 

The Ernest Teller smiled delight- 
edly. That was what he had been 
waiting for. 

“Do you know,” he began, “that we 
have moving pictures every afternoon, 
a radio concert every Friday night, 
and a vaudeville show for customers 


.| only, Saturday afternoons?” 


“No!” exclaimed the prospect. “Is 
that possible?’ 

“Absolutely,” continued the Ernest 
Teller. ‘“‘Are you aware of the fact 
that we furnish baseball passes every 
week to commercial customers whose 
balances average over $500 for the 
week?” 

‘Really!’ gasped ‘the prospect. 

“Do you realize,” shouted the 
Ernest Teller, who by this time had 
worked himself into a frenzy of en- 
thusiasm, “that if you will open an 
account at this bank for as small an 
amount as one dollar, we will give you, 
free of charge, one fountain pen, one 
bill-folder, one telephone index, one 
letter-opener, one «silver-plated nail 
file and one hand-painted bottle- 
opener?” 

Whereupon the prospect fainted— 
was revived by the Modern Trust 
Company medical department, given 
one hour complete quiet in the Modern 
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CLEARING HOUSE 


Trust Company rest room for tired 
business men, fed a sumptuous lunch 
in the Modern Trust Company cafe- 
teria, and finally led to the new 
account counter, where he opened 
accounts for himself, his wife, sixteen 
children, five aunts and seven sisters, 
and was loaned the use of a Modern 
Trust Company truck to help him 
carry home the resulting packages. 

“Truly,” he remarked to his wife, 
later that evening, as she was sorting 
out the fountain pens, “modern bank- 
ing service is a wonderful thing.” 


The Junior Teller’s Idea of the Duties 
of the President 

Coming early on the morning that 
the Junior Teller is late and coming 
late on the morning that the Junior 
Teller is early. 

Seeing to it that the Junior Teller 
does not smoke until after banking 
hours. 

Observing the variation of the 
Junior Teller on the days when it is 
large and failing to observe it on the 
days when it is small. 

Going to lunch. 

Playing golf. 

Coming back to the bank on after- 
noons when he has left word that he 
will not return. 

Giving advice to the Junior Teller. 

Telling the Junior Teller what he 
(the President) did when he was the 
age of the Junior Teller. 

Assisting lady customers and direc- 
tors to remove their coats. 


Banks are always partial to their 
own customers. Any banker will tell 
you that a man who is not a depositor 
of his bank is absolutely no-account. 


News of the stock market— 
Flurry 
Hurry 
Scurry 
Worry 


A Hoosier bank advertised: ‘Our 
Special Secretaries’ Service will inform 
you whether you are in Cuba or South 
Africa.””. And a local newspaper picked 
it up and commented aptly, though a 
trifle ungrammatically: “If anyone 
doesn’t know whether they are in Cuba 
or South Africa, they certainly need a 
special service of some kind.” 


As paraphrased by “Items,” pub- 
lished by the Federal Reserve Club, 
Dallas: “If a man can write a better 
formula, make a better drink, or build 
a better home-brew than his neighbor, 
the world will make a boulevard to his 
door, though he live in a cellar.” 


Wife—John, what do you think? 
I’ve joined a Christmas Savings Club! 
John (wearily)—another Club! 
Well, what night does this one meet? 


CREDITS AND 
COMMERCIAL PAPER 


Bhi Credit Department of this 
Bank has at hand a vast amount 
of information. It has ample facili- 
ties for “checking” credits. The 
purchase of high-class commercial 
paper for correspondent banks is a 
service of which they constantly 
take advantage. The paper so pur- 
chased may be left with us for 
safe-keeping. The proceeds of this 
paper, when paid, will be credited 
or remitted. It will always be avail- 
able and subject to order. 


Banks are cordially invited to 


investigate and test this service. 


The CONTINENTAL and 


COMMERCIAL 
BANKS 


CHICAGO 
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IS 
EVERY BODY 
HAPPY? 


At the close of your Christmas 
club period each year? 


Have your club members expe- 
rienced that enthusiasm and con- 
fidence born of contact with a 
perfect club system? 


Did your cash balance, or were 
there shortages or discrepancies—unexplainable? The CALL 
Christmas club system is perpetual, self-auditing, error 
proof and trustworthy. Used the nation over by banks 
who would rather pay a penny or so more per account than 
cheap systems cost and obtain a method which is simplicity 
itself—yet embodying the same integrity as characterizes 
the bank’s regular books. 


A post card will bring either samples or a salesman 


CALL’S BANKERS SERVICE CORPORATION 


Creators and Manufacturers of the Largest Line of Financial Advertising in the World 
for Banks and Trust Companies 


113-115-117 BAY STREET EAST SAVANNAH, GA. 


Coleman Check and Deposit Trays 


SAVE TIME FOR 
BUSY BANKERS 


Stand for 
Posting Machine 
Separate compartments for 
posted and unposted items— 


1. For checks not posted. 

2. For checks posted. 

3. For deposit tickets not 
posted. 

4. For deposit tickets posted. 

5. Space for fingering checks 
while posting. 


The faster the left hand turns up the items the faster you can post them. 


Every minute and every motion can be made to count if you use a Coleman Time-Saver 
Check and Deposit Tray. ’ 

The ideal way to keep checks or deposit slips arranged in convenient order to facilitate 
listing or posting. Enables the operator to save many minutes of valuable time each day, 
and to avoid dropping or confusing items handled. No delay for tellers or clerks; the 
left hand turns up items as fast as the right hand posts them. Apply the principle of the 
currency drawer to your bookkeeping methods. 

Thousands of banks all over the country use Coleman Time-Saver Check and Deposit Trays. 
Many large banks have equipped all machines. No bank too small to use profitably. 


Price $9.85 f. o. b. Detroit, Mich. 


COLEMAN TIME-SAVER COMPANY 


1014 DIME BANK BUILDING DETROIT, MICH 
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When the High School Runs 
the Bank 


(Continued from page 16) 


proper order. This committee reports 
on the condition of the bank at the 
directors’ meetings, which, by the way, 
are held every Friday. These reports 
too, give the class practical problems 
with which to work and which, inci- 
dentally, lead them deeper into the 
intricacies of banking and give them a 
firm grasp on the bookkeeping details. 

The actual manipulation of invest- 
ments remains in the hands of the 
directors of the parent bank but the 
class in money and banking, which 
serves as the directors of the school 
bank, discusses investment problems 
in the classroom and then, occasion- 
ally, meets with the downtown direct- 
ors and submits its suggestions. At 
this time, the regular board of directors 
carries on its routine business so that 
the students are introduced to still 
another inside operation they could 
obtain in no other way. If the students 
offer ideas of value, the directors of 
the parent bank take steps to carry 
them out. If a weak spot appears in 
the suggestions, the students are shown 
just why their propositions cannot be 
carried out and what might be ex- 
pected to result should the affirmative 
course be taken. 

The class in accounting handles all 
the book work connected with the 
operations of the bank. Mechanical 
bookkeeping equipment is used but, 
in order to give every student an op- 
portunity to take part, books are also 
kept by hand and serve as a check 
against the operators of the machines. 
Students enrolled in the stenographic 
classes are given dictation by the bank 
officials and classes in commercial cor- 
respondence are given an opportunity 
to prepare sales and business letters. 
The returns on these various letters 
can easily be determined and in this 
way students learn, by actual ex- 
perience, what type of material serves 
best. 

With the knowledge and experience 
gained from class work of this sort, the 
officials of the bank are in a position 
to conduct their affairs in a business- 
like manner. They, of course, gain a 
great deal from their connection with 
the bank, for they are held absolutely 
responsible for the banking activities. 
The cashier and his assistant who 
serve at the bank windows and accept 
the deposits become thoroughly familiar 
with the various operations neces- 
sary to open new accounts or to add to 
standing entries. They have discov- 
ered the importance of identification 
and seldom, in fact never, forget any of 
the several forms that must be properly 
filled out. A penny will open a savings 
account at the Fullerton High School 
Savings Bank, so anyone familiar with 
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CLEARING HOUSE 


banking operations can realize what a 
tedious task the cashier’s duties some- 
times become. 

The future holds out unlimited 
possibilities to the ambitious students 
who are responsible for the success of 
this high school bank. At the present 
time the bank is open only three 
periods on each school day. But the 
plans for the future call for regular 
banking hours. If present ideas are 
successfully carried out, the opening 
of the 1922 autumn session will see the 
bank so well developed that all classes 
devoted to phases of banking will 
spend virtually all their time handling 
the affairs of the high school bank. 
At that time a commercial department 
will have been added to the bank’s 
activities so that the scope of the 
institution’s service will be greatly 
extended. 

One has but to experience the enthu- 
siasm of F. C. Krause, president of the 
Fullerton Savings Bank, of which the 
high school bank is a branch, to realize 
what an important place the school 
bank holds both from the educational 
and business standpoints. 

“They’re making real bankers up 
there,” he said, slapping Raymond 
Thompson, president of the high 
school bank, affectionately on the 
shoulder. “Raymond here can step 
into any bank in the country and 
carry on the general banking opera- 
tions and I’ll venture to say there isn’t 
another high school anywhere that 
trains its students so thoroughly and 
in such a practical way. 

“The theories of banking are im- 
portant of course, but unless a person 
has put those theories into actual 
operation, he will be lost when he 
first steps into a financial institution. 
By means of the high school bank, the 
students can apply the things they 
learn in the classroom and thus can 
better understand what the authors of 
their textbooks are talking about. 

“From an economic standpoint, the 
high school bank is of utmost value. 
The importance of thrift is being 
demonstrated to the student body 
with the result that many who would 
otherwise be lavish spenders, are 
learning to save. It isn’t the present 
results we obtain that are so important 
to the banks of Fullerton. It’s the 
returns we will reap when _ these 
students are grown and are creating 
wealth of their own that counts. I am 
not sure whether or not high school 
banks can be satisfactorily maintained 
in large cities, but I can certainly 
recommend such institutions to towns 
the size of Fullerton or even much 
larger. We are proud of our high 
school bank and we know it will 
succeed.” 

And thus has Fullerton distinguished 
itself. It has led the way to education 
by practical methods and in so doing 
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These checks are 
helping to strengthen— 


Public Faith 


in the banks which use them 


Depositors of your bank are the same 
people who buy at stores. They go after 
WELL-KNOWN articles in which they 
have confidence. They are constantly 
being ‘“‘sold’’ good merchandise through 
national advertising. They trade where 
they can get such goods. 


A bank grows larger, stands still, or falls behind, 
in accordance with its ability to ‘“‘sell’ its 
Safety and Service. 


You receive additional Safety and Service with 
these checks. You can “sell” 
the idea of ADDED Safety and 
Service when you give them to 
your depositors. 


Their ‘“‘safety”’ is POSITIVE— 
$1,000.00 of alteration insurance 
for each year. You can give 
each depositor his $1,000.00 
certificate— VISIBLE proof of 
added safety from your bank. 


Additional safety, added protec- 
tion, INCREASES PUBLIC 
FAITH AND CONFIDENCE. 
If your bank did not have a 
strong safe, would it retain 
public confidence ? Other banks 
might pull away many of your 
good depositors. 


Your customers KNOW you 
keep your cash in a strong safe. 
They have confidence in its 
security. 


Let them feel equal CONFI- 
DENCE in your checks. Mer- 
chandise to them the idea of 
POSITIVE PROTECTION in 
‘every phase of banking. 


Send a sample of your check 
and ask for details. 


Insured in the 


$1,000.00 of check insurance HARTFORD 

against fraudulent alterations, against loss through 
issued without charge, dat 

covers each user against loss. fra udulent or 


felonious alterations 


The Bankers Supply Company 


The Largest Manufacturers of Bank Checks in the World 
NEW YORK CHICAGO DENVER 
ATLANTA DES MOINES SAN FRANCISCO 
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Ready for You! 


OUR copy of this beauti- 

ful catalog will be mailed 
on request. It contains a 
half-a-hundred photographic 
illustrations that show how 
leading banks throughout the 
country are providing better 
daylight in banking rooms 
through the use of Western 
Venetian Blinds. 


Use this advertisement as 
a memorandum to your 
private secretary. Address 
any office listed below: 


Western Blind & Screen Co. 


Factory and General Offices: 
2700 Long Beach Ave. Los Angeles, Cal. 


Chicago, Ill.—326 W. Madison St. Kansas City, Mo.— Mutual Bldg. 
New York, N. Y.—103 Park Ave. Portland, Ore.—205 Henry Bldg. 
Atlanta, Ga.—309 Flatiron Bldg. San Francisco, Cal.-921 Hearst Bldg. 


TEXAS AGENTS: 
~ Two Republics Sales Service, 523 Hicks Bldg., San Antonio, Tex. 


2” STROM CO. 


YOUR ADVERTISEMENT ON SHIELD IF DESIRED 


Encourage Your Future Depositors 


1:2 The boys and girls of today are your customers of tomorrow. 
coil Make friends with them now! This bank will help. Send for 
prices and details and our sixty-page catalog, showing over forty 
styles of home and pocket savings banks, and bank signs. 


STRONGHART COMPANY 


2944 - 2946 W. Lake Street CHICAGO, ILL. 
Leading Manufacturers of Home and Pocket Savings Banks. 
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is establishing a sentiment of thrift in 
its student body that will be felt long 
years after these students have re- 
ceived their diplomas and have gone 
out into the world to put their knowl- 
edge to some remunerative use and to 
become successful business men and 
women. 


The Good Will Insurance of 


Business 
(Continued from page 23) 


text matter of the advertisement is as 
follows: 

“A study of operations in four 
factories making similar welt shoes for 
men, reveals some astounding results 
in speeding up turnover. One manu- 
facturer by reducing the time of put- 
ting shoes through the factory from 
twenty-three days to eight is able to 
release $525,000 or 65 per cent of 
working capital tied up in inventory. 

“This is but one of the many striking 
contributions made in the combined 
report of Mr. Hoover’s Committee 
just published, showing the greater 
importance of speeding up the turn- 
over of capital. 

“Delays in production—delays in 
distribution—delays in collections— 
business executives everywhere are 
beginning to realize that these waste 
capital as much as stock left inactive 
on shelves. 

‘*‘Pre-eminently commercial for 
seventy years, the Irving National 
Bank has faced the problem of speed- 
ing up commercial transactions as one 
of the big problems of modern busi- 
ness. 

“The Irving has built up a special 
Bill-of-Lading Department. This de- 
partment is organized to trace railroad 
shipments, to locate freight cars on 
arrival at terminals, to eliminate every 
sort of delay in releasing capital. 

“Every morning forty messengers 
leave the main office of the Irving in 
the Woolworth Building—covering in 
person every important center in 
Greater New York. 

“By direct private wires to im- 
portant cities and through well estab- 
lished connections with banks in all 
parts of the country, the Irving secures 
for its depositors maximum speed in 
handling all banking transactions. 

“Through correspondents in more 
than 5,000 foreign cities, and through 
its special representatives in leading 
foreign markets, the Irving has built 
up a specialized service in collections 
and transfer of funds, and in obtaining 
credit information abroad. Direct 
cable connections are maintained with 
every trade center in the world. 

“All the special services of the 
Irving, as well as every other banking 
service—business and personal—can 
be tapped at every one of the Irving’s 
nine district offices.” 
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CLEARING HOUSE 
Then They Invested in a Staff 


ganization 
(Continued from page 7) 


vague feeling of something or other 
that made itself noticeable every once 
in a while and cut down the efficiency 
of everyone. Of course this hurt the 
bank. 

A bringing together—a better spirit 
of friendliness, more comradeship— 
was necessary. Four weeks after the 
organization of the bank society had 
taken place, the old smouldering hos- 
tility completely disappeared and in 
its place there appeared a splendid 
spirit of comradeship and co-operation 
which is growing every day. The bank 
society did it. Common interests in 
the society, together with the mixing 
brought about by its social features, 
paved the way. 

This was but one of the problems 
it solved but it was one of importance 
to the bank and from its intrinsic value 
alone it will, in the opinion of the 
directors, wipe out the annual cost to 
the institution. 

The society is simple in construc- 
tion—one of its advantages. 

It is incorporated under the laws of 
the state. It has four officers, the 
president, vice-president, secretary and 
treasurer—the latter always an assist- 
ant cashier of the bank. 

It has its own board of directors. 
Not more than three of the total of five 
may be officers of the bank. Just now 
only one officer of the bank occupies 
this position. The directors are em- 
powered to pass upon all expenditures 
of the society and to transact most of 
the other business of the organization. 
They have regular meetings once each 
month. 

The membership of the society is 
composed of every employee of the 
bank, regardless of his position. The 
president is a member of equal stand- 
ing with every other employee. No 
employee is admitted until he has been 
with the bank for a period of at least 
two months. He must show himself 
before he is taken into membership. 
All employees of the bank, except two, 
are members of the society at this 
time but the fact that these two are 
not members has in no way mitigated 
against them as employees. Both are 
efficient and respected. They had 
personal reasons for not joining im- 
mediately. 

The society members enjoy the 
benefits of an accident and health 
policy in an established company. 
The benefits to be derived from the 
policy, in the case of sickness, are 
slightly below the regular salary paid 
the employee. The insurance is 
written through the insurance depart- 
ment of the bank and no commissions 
are collected by the department. The 
average principal sum in event of 


a 


Wa WWE 


AV AN ANNAN AV AY 


The Dansard State Bank, Monroe, Michigan 
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The Union Trust and Savings Bank, Dubuque, Iowa 


i WO of our recent monumental bank 

buildings. Particular attention is called to 
the varying architectural treatment and the 
handling by the designer of the individual prob- 
lems presented by local needs and conditions. 
Floor plans, cost data and any other informa- 
tion desired are at your disposal for the asking. 
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May we send you a copy of 
our portfolio, ‘‘The Work of 
Weary and Alford Company’’ 


WEARY AND ALFORD COMPANY 
; Bank and Office Buildings 


1732 South Michigan Boulevard, Chicago 
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PEOPLES 
SAVINGS 


FLEXLUME 
SIGNS 


HE best proof that Flexlume 

Electric Signs meet the 
bank’s sign needs lies in the fact 
that hundreds of leading banks 
are using them. These banks 
find the raised snow-white 
Flexlume letters suggest the 
idea of strong display com- 
bined with good taste, stability, 
an atmosphere of strength 
without the least suggestion 
of anything ‘“‘cheap”’ or flashy. 


Let us send you a sketch show- 
ing a Flexlume to suit the 
architecture of your building 


Flexlume Corporation 
27 Kail Street © BUFFALO.N. Y. 


FLEXLUMES — Electric Signs Made 
Only by the Flexlume Corporation. 


You Are Organized for Saving — 
Are You Organized for Protection Too? 


When a depositor comes to you with his money he asks you to save it. When the 
bank robber pays you a visit, he’s after that saved money. 

Protect that money— protect the lives of those who guard that money — and make 
the bank robber’s visit a mighty unfortunate call for him. How? By installing 
in your bank 


BULLET PROOF 


WON'T SHATTER OR FLY 


Trade Mark 


Protected by U. S. Patents 


A BULLET SIMPLY CAN'T GET THROUGH IT! 


The robber can shoot until he’s black in the face but Bullet Proof Safetee Glass 
stops the bullets like a stone wall would. The police departments of some of the 
principal cities fired 45 caliber, steel-jacketed bullets at Safetee Glass, and though 
the glass was cracked, not one bullet went through. Protect the lives of those 
who protect the savings of others. 


BULLET PROOF GLASS FOR BANK MESSENGER AND COLLECTION CARS 


Why not equip your bank autos with our Bullet Proof Glass? Safety for your drivers as well as 
money — and a great talking point for you to secure depositors in your 


SAFETEE GLASS COMPANY 


Sole Manufacturers 
Guaranteed by Its Makers 


PHILADELPHIA, PENNA. 
Endorsed by Its Users 


THE BURROUGHS 


accidental death is $500, although this 
and benefits on account of illness may 
be increased. 

Employees and the bank co-operate 
in defraying the expenses of the 
organization and in accumulating a 
surplus fund for the society. The 
bank pays salaries on a semi-monthly 
basis. Each employee who is a mem- 
ber of the society contributes $1 a 
month to its support. The bank 
matches this amount, contributing $1 
a month for each employee member. 
This eliminates the suggestion of 
charity, which frequently arises in the 
minds of employees and sometimes 
makes them hesitant in attaching 
themselves to such an organization. 
The plan is strictly co-operative. 

The funds of the society are used 
first to defray the cost of insurance, 
and it might be mentioned here that 
the insurance company this year has 
already paid to the society in sick 
benefits more than the company will 
receive in premiums. Surplus funds 
are used to defray the cost of social 
gatherings. There are semi-annual 
meetings of the society, one to elect 
officers in June and another before 
Christmas. Other gatherings are held 
intermittently. 

It is to these gatherings that the 
bank owes its greatest benefits. Em- 
ployees begin to know each other. The 
petty jealousies so often apparent in 
some organizations disappear with 
closer understanding. The employees 
and officers meet each other in a dif- 
ferent atmosphere and without the 
loss of so-called dignity and prestige, 
meet on a footing more conducive to 
mutual understanding than is possible 
during busy business hours. Friends 
and relatives are invited to attend the 
gatherings—thus increasing the pres- 
tige of the bank and building friends 
for it. 

Careful management of the society 
funds will eventually mean a _ sub- 
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stantial surplus. This surplus is a 
_ source of continual pull to steadier and 
longer employment. It may mean 
| splendid things for older employees. 
| The society members are already tak- 
_ ing a deep interest in it—though the 
society is comparatively young. 

The society actually is a morale 
builder. It adds something—intan- 
gible perhaps—to the mere routine 
functions of an organization. It in- 
stills a spirit of loyalty and pride. 
Bank officials have been able to “get 
over” to employees the spirit that 
helps growth. They meet the em- 
ployees on a basis which seems other- 
wise impossible. There is a bigger, 

better personal employee interest in the 
| institution because of the society— 

certain to grow to greater proportions 
as the society grows. 

The bank’s best investment is its 
investment in employee interest. 
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CLEARING HOUSE 


Cashing In On Christmas 
Savings 


By MINNIE A. BUZBEE 


Advertising Manager, American Bank of 
Commerce & Trust Company, 
Little Rock, Ark. 


HE freckles on his face looked 
like first cousins to saucers; his 
happy grin left one ear with the un- 
daunted purpose of finding the other. 
He was a newsboy who had made his 


- way to the front of the line and in his 


hands he proudly held to the view of 
all a brightly colored Christmas savings 
check which he had just received at 
another window. “I want to open a sure- 
enough savings account with this 
check, Mister. Take out $15.50 to 
start it with. I’ve been putting a half 
dollar in my Christmas savings ac- 
count every week for the last fifty 
weeks and now I’ve got $25.50 of my 
very own. I'll have to keep out $10 
so I can buy a Christmas present for 
mother and the rest of the folks at 
home. Just took out another club 
for the next year, too.” 

An interested smile went down the 
line, for the boy hadn’t taken the pains 
to lower his voice. It was one of the 
days on which the American Bank of 
Commerce and Trust Company, of 
Little Rock, Arkansas, was paying off 
the members of its 1921 Christmas 
Savings Club. As they had received 
their checks a number of the people had 
started immediately for the regular 
savings window, but the boy got there 
first.—as boys have a habit of doing. 
As he left, the man behind took his 
place at the window, and handing out 
a Christmas savings check to the teller, 
said “Guess I’ll follow the kid’s ex- 
ample and open my first real bank ac- 
count. Just enter the whole check. 
I joined the Christmas Savings Club 
last year because my wife kept saying 
that we could save a hundred dollars 
this year if we would just try saving 
week by week. She was right, as 
usual, and here is $102 to show for it. 
I’ve got the habit now and I believe it 
will be easier this year.” 

That is just two instances. There 
were many others just as interesting 
during that day and many days which 
followed, which goes to show that by 
no means all of those who join Christ- 
mas savings clubs draw out all the 
money that is coming to them and 
spend it for Christmas. 

With the close of its 1921 club of 
5,100 accounts amounting to approxi- 
mately $215,000, this bank is starting 
on its ninth year of Christmas savings 
clubs, having been the first in the state 
to put it on. The bank has made a 
consistent endeavor to educate its 
Christmas savings customers to be- 
come regular customers of the bank, 
realizing that it would be the only way 
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Hoefer Change-Maker 


Assures Speed and Accuracy in Making Change. 
A Superior Change - Making Device of Unquestionable. Merit. 


DELIVERS CHANGE DIRECTLY OVER THE KEYS. Positively the fastest and most con- 
venient hand delivery possible. May be furnished to deliver direct to customer if preferred. 
AUTOMATIC SAFETY LOCK prevents short-changing when any coin channel is empty. 
Release lever permits instantly completing change transaction although a channel is empty. 


SIMPLIFIED KEYBOARD with SPLIT-CHANGE KEYS FOR ALL DENOMINATIONS— 
delivers any amount from one cent to one dollar by a single stroke, yet the penny keys are out 
of the way when not needed. 


HANDLES ALL DENOMINATIONS UP TO AND INCLUDING DOLLARS. 


OPEN COIN CHANNELS permit inserting coins at any height, without having to slide them 
down from above. 


MAY BE HAD EITHER WITH OR WITHOUT RESERVE TRAY. An extra practical tray 
which requires no counter space. 


The Hoefer is a Paying Investment, Not An Expense 


If your teller spends a valuable part of each day merely gathering and adding together different 
combinations of coins to make up different amounts, when with the Hoefer he could simply press 
down the amounts he wants and receive the required combination of coins instantly without hav- 
ing even to think what particular coins are required to make the amounts, you are not only 
belittling your teller, but you are losing money. The Hoefer will eliminate this. Why not write 
at once for full information? 


PRICES : With Reserve Tray, as shown - $135.00 
Without Reserve Tray - - - 125.00 


Write for terms and actual size picture of Keyboard, 
with explanation of same 


Hoefer Change-Maker Company 


3700 East 12th Street Kansas City, Missouri 


, (Please mention Burroughs Clearing House) 
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CUSTOMERS’ 
CONFIDENCE 


in the service of your bank 
and the wisdom of your ad- 
vice will be increased if you 
offer them 


‘A-B-A Cheques 


FOR TRAVELERS 


These universally accepted 
cheques have traveled the 
wide world over and have 
won for themselves a ready 
welcome whenever and 
wherever presented. They 
are sold in denominations 
of $10, $20, $50, and $100. 
Safe, convenient, easy to 
carry. 


For literature and information 
write to 


BANKERS 
TRUST COMPANY 
NEW YORK CITY 


ADVERTISING 


cuts Jor bank 
advertising 
cuts of 
drawings and illus- 
trations will make your 
advertising distinctive! 
S The price is nominal. 


end for free folder 


of unusual drawings, illustrations and 
valuable ideas for 


L.D.SAUER STUDIOS 


Mutual Home Bidg- Dayton,Ohio. 


ank advertising. 
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to receive any benefit from such a club. 

The name Christmas Savings Club 
indicates that its primary object is to 
get people to save regularly through 
the year in order to have money to 
spend at Christmas time. Because 
the club opens just before Christmas 
one year and closes just before Christmas 
of the following year, it is a convenient 
way to acquire Christmas money, and 
it is true that many people do now and 
always will join the club solely for that 
purpose. Much of the advertising is 
directed toward that end. 

Perhaps the two best appeals for 
that phase of the club is the pleasure 
and relief of a Christmas free from debt 
and money worry, the simple way in 
which the money is accumulated by 
weekly payments, and the ability to 
make the children happy, as covered by 
two of our newspaper ads entitled 
“Keep Them Happy” and “I know 
Santa is coming this year.”” Another 
little piece of advertising matter which 
pulled at the heartstrings where there 
were children in the family and which 
brought us many accounts, was en- 
clesed with the folder which gave de- 
tails of the plan. This was a letter 
from little Margaret to her grand- 
mother, written the day after Christmas 
in a child’s language and a child’s spell- 
ing, telling the difference between 
Christmas this year and last, and giv- 
ing as the reason for “the perfickly 
wonderful Christmas” just passed, the 
fact that mother and daddy had been 
for a whole year a member of the 
Christmas Savings Club at the Ameri- 
can Bank of Commerce & Trust 
Company. 

So much forthe Christmas phase of the 
club. We have found that many people 
who joined for the express purpose of 
having plenty of money for Christmas 
have changed their minds when the 
check is delivered and used the money 
for regular savings or for some entirely 
different purpose. There. are many 
others who join the club in the begin- 
ning with some other object in view. 

Each year in preparing our direct- 
by-mail folders announcing the open- 
ing of the new club and giving details 
of the plan, we suggest many reasons 
for saving other than to spend for 
Christmas. Our newspaper ads also 
include these suggestions. Of course 
a regular savings account is always 
mentioned as one of the goals. Some 
of the other reasons suggested are sav- 
ing for a trip, for a payment on a home, 
for taxes, insurance, church or club 
pledges, for a college fund or musical 
education, business or investment. 

Sometimes a woman’s church so- 
ciety or a Sunday school class will 
take out a membership for the amount 
of their pledge to a building fund, mak- 
ing the payments weekly or monthly. 
One young lady bookkeeper whom we 
know (and there are many others) has 
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Are You Less Particu- 
lar in Choosing 
Your City Cor- 
respondent 


We receive all items at 
par, send collections di- 
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hours daily. 
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Signs that will identify your institution in 
a@ pleasing and impressive manner. That 
are easy to read, do not tarnish and require 
no polishing. Thousands of Banks are using 
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testify to their superiority in elegance, 
character and legibility. 
Our Book Bank Signs’’ Sent Free 
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CLEARING HOUSE 


had for several years a Christmas sav- 
ings account which she always uses for 
her vacation money. She plans where 
she wants to go next year and about 
what it will cost, and takes out a 
Christmas savings account to take 
care of the amount. 

One of our newspaper ads this year 
was headed “Is your insurance due in 
January?” and suggested a Christmas 
savings account to take care of it. 
There are a good many people who use 
the club for that. We ran a similar ad 
two years ago and a woman said to us 
“IT wonder why I never thought of that 
before. I never have the money for 
my insurance premium when it is due. 
I think I’ll just try it out.” She did. 
A few months later we happened to 
meet her just as she was coming away 
from the savings window with her 
Christmas savings book in her hand. 
Holding it up she said: “It works all 
right. I feel just like I am playing a 
fascinating game with myself trying 
to get it paid out before it is really 
due.” And she took another member- 
ship the next year. 

In fact that is one of the points in 
favor of the club; it explains why so 
many people keep it up year after year. 
Some seem to “graduate” out of it into 
the class of regular savers. Others 
who carry a regular savings account, 
keep a Christmas savings in addition 
for some special purpose. 

As previously stated, we are begin- 
ning the ninth year of our Christmas 
Savings Club and a good many of our 
customers have taken out memberships 
every year. We recall one man who 
started with one book. The second 
year he took two books. He has joined 
the club every year, and usually adds 
an extra book. At the end of the year 
he puts this money into his business. 

There is no age limit for Christmas 
savings customers. They range from 
the baby a few weeks old, for whom the 
parents have visions of a college career 
to be made possible by a certain sum 
laid aside each year, to gray-haired 
men and women. There is an old gray- 
haired man who has had a small Christ- 
mas savings account for several years, 
and when he gets his check each year, 
he always says, “It gives me a mighty 
good feeling to have it.” 

Children’s accounts are very popular. 
In many cases the children themselves 
come in and open the accounts and 
take care of the payments each week 
with their allowance, or with small sums 
they have earned at home. Newsboys 
and messenger boys make splendid 
savers, and a large percentage of them 
carry Christmas saving books in their 
pockets. We have in mind twin girls, 
four years of age, whose parents have 
taken out a $25 savings club account 
for them each year. Instead of spend- 
ing the money, they place the check ina 

regular savings account, and now each 
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N July 4th next, the Independence of the United States of 

America will be 146 years old. On this day, the entire country 
will pay homage to the patriots of ’76 whose splendid courage, 
sacrifices, and farsightedness made this great nation possible. The 
thoughts of all will turn back to that memorable day, July 4th, 1776, 
when the ringing of the Liberty Bell announced the signing of the 
Declaration of Independence and the birth of a new nation! 


July 4th and the Liberty Bell are synonymous. Consequently, 
it is the psychological time to put on a Thrift Campaign with the 
Liberty Bell Savings Bank. This unique home safe is an exact 
replica of the famous Liberty Bell. It has the same strong senti- 
mental appeal. It is the symbol of Independence—a constant re- 
minder to its owner to SAVE and secure financial independence. 
When you present it to your customers, you are presenting them with 
MORE than merely a savings bank. It is the LIBERTY BELL they 
are receiving, and all that it stands for, in savings bank form. It is 
this SENTIMENT that explains the pulling power of the Liberty 
Bell Bank and is the secret of its splendid success. 


The Patriotic Window Doping owe below FREE with all 
| July 4th Campaign orders. ou will also receive the free 
e services of our Publicity Department towards making your 

campaign a success. 


(CLIP THE COUPON AND MAIL TODAY!) 
, THE BANKERS SAVINGS AND 
| CREDIT SYSTEM COMPANY, 


with key, a picture of your Patriotic 
Window Display, and prices. 


| Cleveland, Ohio. 
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Protects Your Desk Top—Improves Its Appearance 


This new product is used as a top or pad on desks, tables, counters, 
etc. It is far more serviceable than the ordinary Linoleum top, 


for the reason that this -NEO-LEUM- has two good sides. 
material is not fastened—just lay it on any top, no moving around, 
lays perfectly flat, no curling, perfect writing surface, no ink spots. 
Try this -NEO-LEUM- on your new desk just purchased. Try it on the top of 
your old desk, and watch the remarkable change in appearance, efficiency, and 
service. Can be made to fit any size desk, table or counter. 
round edges, green in color. Send for literature and prices. 


Lavs Fia 
Writes Perfo 


WAGEMAKER COMPANY, Grand Rapids, Mich., U.S.A. 


This 


Material 4” thick, 


You CAN RELY 
On OUR 
JUDGMENT 


N the absence of defi- 
nite instructions, and 
when circumstances 
suggest special proce- 
dure in the handling of 
collection items, our long 
experience points out 
the best plan to follow. 


You can rely on our 


judgment. 


Route your items 


through the 


Union & PLANTERS 


Bank & 


ComPANY 
Memphis, Tenn. 


Newspaper 
Advertising 


WE SERVE only 
one bank in each 
city, preparing 
newspaper ad- 
vertising com- 
pletely fora small 
monthly fee. 
Specimen proofs and 
particulars of our plan 


submitted on request, 
without obligation. 


HOLLAND 


244 FIFTH AVENUE 
NEw YORK 


ADVERTISING COMPANY, INC. 


ADVERTISING 
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of the twins has more than $100 to her 
credit in the savings account. They 
talk very proudly about their bank 
account. No doubt when these chil- 
dren become old enough to have a little 
money all their own, they will help 
take care of this account each year, and 
will learn the value of saving for some 
special purpose. There are a number 
of families who start Christmas savings 
accounts each year, and at the end of 
the year transfer them to a regular 
savings account, which they will keep 
as a college fund for their children. 

A stenographer who is away from 
home said: ‘When I came to the city 
to work, my folks told me I would 
not be able to save a dollar. That got 
next to my pride and I determined to 
show them that I could. So last year 
I took out a Christmas Savings Club 
at $1 a week. Maybe you think I 
wasn’t proud when I showed them the 
check for $51. Of course I am joining 
again this year. You can give me a 
dollar book and a fifty-cent book too. 

Two women were standing in the 
lobby of the bank talking and one 
picked up a folder announcing the 
opening of the Christmas Savings Club. 
She said: “I’ve been thinking a little 
about joining this but I don’t know 
whether it would do any good or not. 
I never did save anything in my life, 
and I’m afraid it won’t be of any use 
to begin.” The other answered, “Well, 
if you will take my advice you will get 
inand stay in. I took out my first book 
four years ago, without telling my hus- 
band anything about it. I managed 
to save $2 a week out of my allowance. 
Early in November my husband told 
me that he could get a special price on 
a lot in which we were both interested 
if he would make a cash payment of 
$200. He said he had $100 he could 
use but he couldn’t possibly spare the 
other $100, so we would just have to 
let it go again. Then came my sur- 
prise. I told him if he could just wait 
a few weeks I would get a Christmas 
savings check for $102 which he could 
add to his $100 and buy the lot. That 
taught us the value of a Christmas 
savings account and we have never 
been without one since.” 

The argumentive person will say 
“But if these people will save for a 
special purpose through Christmas sav- 
ings, they can do it just as well through 
your regular savings department and 
without all the extra trouble and ex- 
pense.” True, they could, but the 
fact remains that they don’t. Why is 
it we have to put on extra clerks to 
accommodate the crowds that flock 
down to join the Christmas Savings 
Club, despite the fact that we are ham- 
mering away with the same message 
and the same arguments for regular 
savings all during the year? It may 
be the psychology of the crowd, the 
fact that it is the popular thing to do. 
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CLEARING HOUSE 


The regularity of the payments and the 
fact that members are expected to keep 
them up for a definite period makes the 
depositor feel that he is going into 
something he can finish. 

Each year that the club has been in 
operation, this bank has made a special 
effort to get the members of the club to 
transfer at least a portion of the Christ- 
mas savings check to a permanent 
savings account. Each year a letter 
or a folder is sent to members a short 
while before their check is due them. 
In November of last year we sent a 
folder, the outside flap of which bore a 
picture of a man, woman and child 
before a savings window, and the words 
in attractive lettering “Pay Day is 
Coming to You,” an agreeable state- 
ment to be sure, and one which would 
make the recipient want to open and 
read the folder to see what it is all 
about. The message on the inside an- 
nounced that the Christmas savings 
check would soon be ready and sug- 
gested that while it is a splendid thing 
to be kind to other people at Christmas 
time, it is also a splendid thing to be 
fair to one’s. self. “Give Yourself a 
Christmas Present,’’ was the subhead- 
ing in the center of the page, and a 
paragraph followed urging that a part 
or all of the check be used to open a 
new permanent savings account or add 
to one already started. Then it would 
be ready when needed for a number of 
suggested things. 

A self-addressed return postal was 
enclosed with spaces to be checked 
showing what portion of the amount 
due the customer might be transferred 
to a permanent savings account. 
There were places for name, address 
and Christmas savings number. Mem- 
bers were told that if they would fill 
out and return the card immediately 
the details would be attended to and 
the new savings pass book would be 
ready for them the day the club closed 
and thus save time for them. 

Of course we knew that the majority 
of transfers would be made in person 
when the customers called for their 
checks and the real object of the folder 
and card was to get them to thinking 
about such a transfer and to make up 
their minds to do it at the proper time. 
However, something like 100 cards 
were filled out and returned before the 
time for payment. 

In our newspaper ads announcing 
the dates of payment to club members 
there was always a paragraph suggest- 
ing that part be transferred to perma- 
nent savings. 

We do not mail out the checks as 
many banks do, but have the customers 
call for them, announcing the payment 
of certain numbers on certain days, in 
order to handle the crowd more con- 
veniently. There are several reasons 
for this. One is that many of the ad- 
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safety feature. It makes the 
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A heavy steel bar comes into 
place behind the lock, mak- 
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Built-in 


NVINCIBLE Safe Deposit Boxes 
were the Pioneers when SAFE 
DEPOSIT BOXES in SECTIONS 
were first introduced. Sectional 
construction today, as represented 
by INVINCIBLE Boxes, positively 
meets all the elastic requirements 
of present-day banking progress 
and expansion. 


We Will Fit Your 
Vaults Exactly 


INVINCIBLE Sections from stock, 
containing any size of box you 
desire, will meet most of your vault 
space requirements immediately. 
Then to fill every inch of available 


equipment unrivaled for 
service, solidity, safety 
and beauty. 


INVINCIBLE METAL FURNITURE CO. 


832 26th Street, Manitowoc, Wisconsin 


Our representative will 
call with detailed infor- 
mation at your request, 
or descriptive literature 
will be mailed you. 
Write us today, indicat- 
ing your preference. 


—they are a last token, and 
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our handsomely engraved BANK 
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Speedy, Sanitary, Leaves Fingers Free 
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pad mounted on water reservoir 
which fits snugly in palm of hand. 
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for ‘quantity prices. 


Ever Ready Finger Moistener Co. 


dresses have changed and the checks 


1051 W. 7th St. St. Paul, Minn. 


E. J. Brooks & Co., Inc., 


We can now furnish Seals to fit any type Seal Press. 


ADVERTISING SECTION 


sig 
ay 
| 
‘ 
| 
| 
| 
| 
| 
6000 large Letterheads .... $19.75 
Lithographed on Good Bond bas 
Write for Samples. 
USE IMPROVED MONEY 
4 
‘ 
Better at 


Forty-six 


A New Plan for Recording 
Stock Certificates 


i 

| 


a} i 
L 


Space on each Ledger sheet for fourteen 
changes of address 


Ledger 


Individual Accounts, showing total number 
of shares held by each Stockholder, 
preventing duplication on mailing lists. 


P. O. BOX 152 


The 
sTocK 
Zi. a f ia + 
- Trt LAL Z. wail 
ra 52. Gd 4 A 
tora Quem 
Lil 
Journal 
Authorized Original and Transfer Cer- 


tificates clearly recorded, eliminating 
cumbersome certificate stubs. 

Provision for checking shares issued 
to stockholders, with Capital Stock 


a/c in General Ledger. Retirement 
record of certificates transferred. 


A convenient record for reference in mail- 
ing notices of corporation meetings, 
checking proxies, and stock outstanding. 


Circular Sent on Request 


THE PAYTON PLAN PUBLISHING COMPANY 


LONDON, OHIO 


That Meet 


using good ribbons. 


Every Test 


Bankers and business men in all parts of the country are 
daily entrusting priceless records to Burroughs ribbons. 


These men have tried Burroughs ribbons. They’ve found 
those ribbons ready to stand all tests. And almost every 
day we hear an expression of satisfaction with the work 
of those ribbons or a report of an unusual test—such as a 
flood or other disaster—that brings to light the lasting 
quality of Burroughs impressions. 


You, too, can insure your priceless records merely by 


Order from your Burroughs Inspector 


The Burroughs Service Inspector in your neighborhood— 
the one that gives service on your Burroughs equipment 
—carries these quality ribbons. He can supply you today. 


Or you can get them direct from 


Burroughs Adding Machine Company 
Detroit, Michigan 
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would be undelivered or delayed. The 
large numbers of people in the bank 
give us a good deal of publicity, through 
the customers themselves and through 
the newspapers, for in our city, at least, 
the Christmas savings movement has 
become so popular that the papers 


have stories about it each year, and one © 


of our papers this year had an editorial 
on the amount of the money repre- 
sented in the clubs of the city and the 
importance of small sums such as 
usually make up these clubs. Another 
reason for preferring that the customers 
call for their checks is that they are 
much more likely to join the new club 
and to deposit part of the check than 
if it were mailed out and cashed at 
the department store or the corner 
grocery. 

We were unable to keep exact records 
in regard to the transfer to savings 
because the various transactions had 
to be made in different parts of the 
bank. Our club is so large that the 
delivery o! the checks cannot be handled 
through a teller’s window. An open 
space, at other times occupied by the 
desks of a junior officer and his assist- 
ant, is fitted with a long counter be- 
hind which several clerks take in the 
paid books, verify signatures and 
deliver checks. They cannot cash the 
checks nor take savings deposits there. 
So it is only when a customer presents 
an entire check at the savings window 
for deposit that a record can be kept. 

One day’s records showed twenty- 
five entirely new accounts totaling 
$2,181.28 —an average initial deposit of 
$87.25 — opened with Christmas savings 
checks. Christmas checks transferred 
to accounts already in existence brought 
the total amount deposited that day to 
regular savings through actual Christ- 
mas checks to $5,860.42 and this was 
not the heaviest day. During the first 
week $18,500 was so transferred, ac- 
cording to actual records. But this 
was bynomeansall. By farthe greater 
number of people took their checks to 
the window where they were being 
cashed, pocketed part of the money 
and took the remainder in currency to 
the savings window: 

When it was presented in that form 
the tellers had no way of knowing that 
it came from Christmas savings funds. 
We are confident that these deposits 
equalled and perhaps surpassed those 
of which we had a record. 

This transfer to regular savings was 
not confined to the first week when the 
checks were being handed out. They 
came in for weeks afterward and were 
placed on either new or old savings 
accounts. A good many of the initial 
deposits on these new accounts amount- 
ed to $255. Some were more than that. 

An examination of our regular sav- 
ings accounts shows that some of the 
best accounts on our books originated 
with Christmas savings funds. A list 
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CLEARING HOUSE 


of Christmas savings customers makes 
a very good mailing list for savings 
literature. 

While the members of the club come 
from all classes and stations in life, 
including many business men and their 
families, perhaps it is of greatest value 
to the person who has never saved any- 
thing before and who has always said 
he never could. By being able to save 
regularly in small amounts, he finds it 
is easier than he thought and he be- 
comes inspired with the desire to save 
something really worth while the next 
year. It oftens happens that even 
when a person falls down on his reso- 
lution and fails to complete his pay- 
ments the first year, he tries again the 
following year and soon becomes a 
habitual saver. 

From the bank’s standpoint, when 
the cost of supplies and other overhead 
expense of the club is taken into con- 
sideration, it cannot be considered a 
paying proposition except for the good 
will and future business it will bring 
the bank. However, as shown above, 
the bank can, if the proper attention 
is given the matter, divert back into 
its own channels a goodly portion of 
the money that might otherwise be 
drawn out and spent. 

Generally speaking, the person who 
does not have special business in a 
bank (whether it be Mrs. John Brown, 
the housekeeper,.or Albert Johnson, 
the laborer) does not feel free to enter 
a bank. When they join the Christ- 
mas Savings Club, however, they be- 
come accustomed to coming into the 
bank and feel at home there, even 
though they may be paying only 50 
centsaweek. They become acquainted 
with the people in the bank, see and 
hear about the other departments, and 
bring their friends in with them. As 
a natural result, when they have some 
other banking business to do, they 
bring it to what they have come to 
consider their own bank. 

The real value of Christmas savings 
customers to a bank after all depends 
upon the way they are cultivated. 


The New “Trade Winds” 


“TRADE WINDS” is the title of an 
attractive magazine of business 
published by the Union Trust Company 
of Cleveland. It is the purpose of the 
magazine to reflect the trend of busi- 
ness thought and achievement. 

The May issue of twenty-four pages 
contains ‘“‘Cleveland’s Business Meter” 
by G. E. Miller, sales manager of the 
Cleveland Electric Illuminating Com- 
pany; ‘‘The Progress of Business’’ by 
George A. Coulton, vice-president, 
Union Trust Company; “Banking on 
Character’ by William B. Joyce, presi- 
dent of the National Surety Company 
and “‘The High Cost of Selling” by Fred 
Colvin, editor American Machinist. 


Byron Weston Company 
LEDGER PAPER 


To be able to reproduce perfectly a past perform- 
ance, is one of the marvels of modern times. 
The production of Byron Weston Co. Ledger Paper 
is equally remarkable. Over half a century ago 
B-W Ledger Paper established such a record for 
high quality that it was never surpassed —except 
by B-W Ledger Paper! The Byron Weston Co. 
record for superior Ledger Paper has become 
a continuous performance. 


First Choice for All Valuable Account Books and Records. 


Samples sent for testing. 


BYRON WESTON COMPANY 


DALTON, MASSACHUSETTS 


BORDENTOWN 
Military Institute 


Thorough eparation for college or 
business. Efficient faculty, small classes, 
individual attention. Boys taught how 
to study. Military training. Su i 
athletics. 38th year. 


FOR CATALOGUE, ADDRESS 


Col. T. D. LANDON, snd 
Drawer C34 Bordentown, N. J. 


l’ll Work for Life 


for $4 paid in advance. Iam the Modern 
Business Cyclopedia. I faithfully ad- 
vise everybody in business— whether 
accountant, banker, exporter, efficiency 
expert, lawyer or broker—regarding 
any term or phrase I hold over 
15,000 terms and definitions used by 
above, including 3,000 general and 
stock exchan abbreviations, and 
when consulted, I never mislead. Many 
users claim I save them thousands in 
fees and muchtime. $4brin 


Blotters for Banks 


A most original series of twelve designs, just 
from the presses. Every one a direct a peal 


to SAVE. If you are ‘thinking blotters’’ our 

sample set will merit your order. Ask for it. 
THE MARTIN COMPANY 
Marshall Bldg. Cleveland, O. 


me post- 
haste. Since I am guaran to please, 
you ought to ORDER ME NOW. 


MODERN BUSINESS PUB. CO. 
Dept. Bur. 
1367 Broadway, New York City 
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Forty-eight 


altimore 


On the ATLANTIC 
SEABOARD, yet 


Closer by rail to the 
west than any 
eastern city 


GEOGRAPHICALLY 
LOCATED TO 


Save collection time 


O 
00 


Continuous Service. 
Par Collections. 


00 
oO 


Drovers & Mechanics 
National Bank 


BALTIMORE, MARYLAND 


Avoid Disputes 


Keep an hour and 
minute time record 
of every visit to your 
safe deposit vaults. 
The Kastens Time 
Stamp 


Prints Each 


MINUTE 
Hour and date 
automatically. 
AUG 28 31917 3 43 PM 
(Facsimile Imprint) 


Catalog? Yes, an interesting one, too! Send for it now. 


HENRY KASTENS 


422-424 W. 27th St. New York City, N. Y. 
OVER 75,000 IN USE 


A Remarkable Book 


isthe MODERN BUSINESS CYCLOPEDIA. 
Contains over 15,000 definitions of account- 
ing, banking, commercial, economic, export, 
financial terms, including 3,000 general and 
stock ticker abbreviations. Complete business 
education in one volume. Serves faithfully. 
Saves fees. You need it. Sent prepaid $4. 
Money-back guarantee. Order yours NOW! 


MODERN BUSINESS PUB. CO. 
Dept. Bur. 
1369 Broadway, New York City. 
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Banks, Boxes, Contents — 
and the Law 


By M. L. HAYWARD 


ERE’S a box that I don’t like to 
keep lying around my office,” 
the customer announced. 

“And you want to put it in our vault 
for safe keeping,”’ suggested the banker. 

“That’s the idea,” agreed the custom- 
er who handed over the box and 
departed. 

Three months rolled around and the 
customer strolled in and asked for the 
box. 

“I had a hundred shares of Biscay 
stock in it. The stock has been 
jumping like a thermometer on the 
fourth of July, and it’s time to stand 
from under,” he announced. 

“Tl get it for you in a jiffy,” the 
assistant cashier announced. He came 
back in about ten minutes, and asked 
the customer to step into the presi- 
dent’s office. 

“I’m sorry,” the latter said calmly, 
“‘but your box has been lost.” 

“Lost!” exclaimed the customer. 
“Didn’t you put it in your vault as I 
suggested?” 

did.” 

“And it isn’t there now?” 

“It certainly is not.” 

“‘No—we fairly went over the vault 
with a microscope before we gave up,” 
declared the assistant cashier. 

“Well, you’ve got a pretty bum 
system of taking care of your securi- 
ties,” sneered the customer. “Some 
sharp will come in here some day and 
run off with your cuff-links.” 

“We'll not discuss that part of it 
but we will settle on the value of your 
box and pay it,” retorted the president. 

“Well, I’'d have to go back to my 
office and get a list of the stuff before 
I could say for sure, but that Biscay 
stock’s worth $9,000 for one thing.” 

“TI said the value of the box.” 

“I paid $3.50 for it at DeWitt’s 
hardware before the war, so if you’ll 
make the contents good I’ll be real 
generous and throw off the price of the 
old box.” 

*‘All we’re interested in is the actual 
value of the box alone.” 

“Do you pretend to tell me that if 


I put a million dollar bond in a fifty ' 


cent box, an’ lock it up, an’ hand it 
over to you, and you lose the whole 
push, that all you’ve got to pay for’s 
the old box?’’ 

the law in this state,’’ was 
the positive reply. 

And the banker was right, as the 
Massachusetts Supreme Court has 
laid down the rule that where a bank 
accepts a box or other receptacle for 
safe keeping, without knowledge of its 
contents, the bank is not ordinarily 
liable for the loss of the contents of 
the box. In other words, the bank 


Descriptive booklet and price on request 


THE BURROUGHS 


..-. 


Protection 
And Convenience 


Every Teller will appreciate this 
new Metal Coin and Currency 
Container. Send for descriptive 
booklet and learn more about it. 


Container is ready to work out 
of instantly when opened, 


Intermediate partition being in- 
serted preparatory to closing 
container. Note rubber discs 
placed at top of each column 
to hold loose coin securely when 
closed. 


PATENTED 


Container closed and locked 
ready to carry and put in the 
vault. Outside dimensions 
18144 x6%x10. 

hand-hold at ends. 


J. L. DAVIDSON 


Metal Furniture Manufacturer 


Los Angeles, California 
644-48 Mateo St. 


Note indent 


| BRONZE SIGNS | 


AND TABLETS 


420 


ETCHED iG SIGNS 


MARQUISE AND CANOPIES 


WE LIKEWISE MAKE GRILLE WORK, 
CAGES, RAILINGS and Other Fixtures 


NEWMAN MANUFACTURING CO. 


Made With Unusual Care and 
BACKED BY A GUARANTEE. 


Brass, Bronze and Plated Steel. 


Send for Folder ‘‘H’’ 


Elm Street CINCINNATI, OHIO 
Branch — 68 W. Washington St., Chicago, Ill. 
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CLEARING HOUSE 


becomes a bailee of the box, not of the 
contents thereof. 

‘Presumably it could be inferred 
from the evidence that the tin box 
was left at the bank for safe keeping; 
but there is nothing in the record to 
indicate that the bank knew or 
reasonably ought to know that the 
will was contained in it. Acceptance 
of the box would not make the bank 
responsible for its contents,” says the 
Massachusetts Supreme Court in a 
leading case on the point. 

In another Massachusetts case where 
a sealed envelope containing bonds 
was delivered to a firm of brokers for 
safe keeping, the Court said: 

“Tf the certificates had been handed 
to him in a sealed envelope, they 
would not have been intrusted to him, 
and opening the envelope would have 
been like a carrier’s breaking bulk. 
The modern decisions have followed 
the ancient suggestion that in such 
cases there is no delivery of the 
contents of the inclosure.” 

While the courts of some other 
states have apparently laid down 
different rules, Massachusetts is the 
only state in which the question has 
been squarely presented to the court, 
and, as has been said, the rule in that 
state is that the bank becomes re- 
sponsible for the receptacle only and 
not for its contents. 


That Sinking Sensation— 
‘*Hands Up!”’ 


(Continued from page 24) 


policeman fired and the bandit crum- 
pled to the ground. 

The first captive was given the third 
degree and made to confess, as well as 
implicate the third man, whose arrest 
followed. At the trial all three re- 
ceived the same sentence—not less 
than ten nor more than twenty years. 

Some folks criticise our method of 
coping with the bank burglars. Let 
me say in passing, that the remedy does 
not lie in resisting money-crazed men, 
but in making the sentence so severe 
that they will hesitate to try the same 
crime again. 

It lies with each bank’s directors to 
give their employees adequate protec- 
tion in the form of bullet proof cages, 
direct communication with police head- 
quarters, and precautions that. will 
insure the throwing of the bolts and 
combinations of vaults during the day, 
thus minimizing the danger of being 
locked in by bandits. 

These precautions, especially when 
employment of special officers trained 
in the use of firearms is impracticable, 
together with an effective method of 
spreading a “‘net”—the bank and the 
localauthoritiesco-operating — will soon 
ring down the curtain on the career 
of the bank “‘stick up” man. 


TANDARD lighting promotes 
individual efficiency, improves 


appearance of the office and 
permits changes in equipment at 
minimum cost. 


Emeralite construction guarantees a light 
correct in quality and intensity. Not just a 
light — but the right kind of a light, scientifi- 
cally and artistically designed, adding dignity 
to any environment. 


The new daylight attachment, exclusively an 
Emeralite feature, now a part of regular equip- 
ment. Changes ordinary electric light into soft 
eye-saving daylight. Literally “kind to the 
eyes."’ Emeralites are branded—look for the 
name on the green glass shade. 


There is a special Emeralite Lamp to suit every 
banking and commercial lighting requirement. 


No. 8734-B (18 inches high) 
Prices, complete with i 
mp daylight 


Send for an Emeralite on approval — return 
if not perfectly satisfactory 


Catalog illustrating over fifty Emeralites 
_ Sent upon request 


H. G. McFADDIN 
& COMPANY 
36 Warren Street, New York 


SMOKE FRESH 
CIGARS 


Our one profit, direct to smokers 
method, serves you with fresh cigars 
made in our own factories, in the only 
section in the world that can produce 
perfect Havana cigars, at a big saving. 

All hand made shapes and sizes in 
Clear Havana and blended filler; priced 
from $6.00 to $18.50 per 100. Write 
us on your letterhead, stating shape and 
color you like and price you pay. We 
will then send you some to try. 


THOMPSON & COMPANY, Inc. 
726 Twiggs Street TAMPA, FLORIDA 


“Greater Results Per Dollar” 


“Without going into any great detail, 
Burroughs Clearing House is producing 
greater results, in selling banks, per 
dollar than any other publication in 
which we advertise.” 

This paragraph is from a letter 
received not long ago from the Addres- 
sograph Company, Chicago, manufac- 
turer of the Addressograph. 


It should not be without its signifi- 
cance to producers of equipment and 
supplies used by financial institutions. © 


The Burroughs Clearing House 
Detroit, Michigan 
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Fifty THE BURROUGHS 


Credits_ 


Number of 
the accoun 
taken from deposit pe t Amount of deposit 
Ip. taken from deposit slip Number of the account 
taken from led, 
card. 


14 L836) 
74 10008 YU 
33 2000s 5914 
65 07508 6874 
69 4000: 8233 
25002 8765 
4 850008 9769 
5 1000: 10281 
S0008 10704 
5 10758 
3131545 
777458 
4500s 22 
15 10000: 21900 
54 1241: 12462 
54 2186: 12517 
89 1200: 12554 
39 S00s 12554 
86 311470: 12689 
4375: 13639 
O18 14086 
335474% 
1024013 
17513” 
17637 30008 32 
18612 391: 17515 
199°" 500s 
205¢ 
ee Z The American Security & Trust Company uses 
26 Burroughs machines in various departments. 
1 The work shown above is from the savings 


department where totals by trays of the account 
numbers and amounts actually posted must 
check with a prelisting of account numbers 
and amounts to prove the right amount 
has been posted to the right account. 


Adding, Bookkeeping, Calculating, Billing hines 
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20000 oct 1°22 20000*# 
20000 25000 oct 21°23 45000% 
0 0% 50000 nov 1 9'22 50000% 46 
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50000 45000 Fea 65000 
65000 22500 972 
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NA 
AMERICAN 
RUST COMPAN 
washingto 
Pe 
] 
| 


CLEARING HOUSE 


Burroughs for All Posting 


Three years use of Burroughs machines convinces 
big Washington, D. C., bank of Burroughs superiority 
for commercial and savings posting 
ACK in July, 1918, the American Security and Trust Company of 
Washington installed Burroughs Automatic Bookkeeping Machines 
to post commercial ledgers and statements, and savings ledgers. 
Since then, as Mr. A.C. Flather, Manager, New Business Department, says: 
“The Burroughs system has kept our books in balance at all times. 
“Our statements are always neat and legible and are ready for 


delivery on very short notice. 


“The operators at the close of the day do not feel any strain, as 
was apparent under the old pen-and-ink system.” 


And further, the American Security and Trust Company writes: 


“So great has been the success of the Burroughs system and 
its step forward in bank bookkeeping, that after three years 
experience we have recently thoroughly equipped our savings 
and checking departments with your latest and best machines.” 


In the Savings Department— 


Positive daily proof that every savings transaction is 
posted correctly to the right account is the outstanding 
feature of the use of Burroughs Automatic Bookkeeping 
Machines in the Savings Department. 


This means that the American Security books are literally 
in balance all the time. Consequently, the trial balance is 
easily obtained—no time is lost in looking for errors. 


‘ In time saving, too, Burroughs machines have produced 
results. This bank—like hundreds of others—has found 
that the automatic features of the Burroughs make their 
ledger posting more than 75 per cent automatic. 


The American Security and Trust Company’s system of 
posting and proving savings ledgers is one of several systems 
that can be handled easily and economically on Burroughs 
Automatic Bookkeeping Machines. 


Ask your Burroughs salesman to show you the easiest way 
to post your savings ledgers and prove your work daily. Or, 
use the coupon to get more information. 


In the Commercial Department— 


Ledgers and statements are posted daily on Burroughs 
Automatic Bookkeeping Machines. With each posting the 
Burroughs automatically extends the new balance, making 
possible a quick, sure proof of correct posting each day. 


Since statements are posted daily, they are always ready 
on a moment’s notice. The American Security and Trust 
Company has found its customers greatly pleased with this 
improved service. 


The new machines, which this bank has just purchased, 
are equipped with the Motor Controlled Carriage. This 
automatic carriage action, together with all the other auto- 
matic features of Burroughs machines, makes possible quicker 
and better work and the elimination of much human labor. 


Let a Burroughs representative demonstrate the Burroughs 
Automatic Bookkeeping Machine on your own work. You’ll 
see then why the American Security and Trust Company 
esongny equipped all departments with Burroughs ma- 

es. 


Use the coupon. 


Burroughs manufactures Adding, Bookkeeping, Calculating and Billing Machines 
in many styles and sizes to handle all kinds of bank and commercial figure work. 


Automatic 
Bookkeeping 
Machines 


Burroughs Adding, Machine Company 
6069 Second Blvd., Detroit, Mich. 
| posting and proving, 
Savings Ledgers Oo 
| Commercial Ledgers and Statements Oo 
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WILLIAM TONKS 


VICE-PRESIDENT, THE UNION TRUST COMPANY, CLEVELAND, OHIO 
PRESIDENT, THE ROBERT MORRIS ASSOCIATES 


Relative to complete certified audits, the message of The Robert Morris 
Associates is to the— 


BUSINESS MAN: That honesty welcomes investigation, while reticence 
creates suspicion and precludes the helpfulness of experience. 


BANKER: That you shirk your first responsibility, which is to your 
depositors and stockholders, when you loan their money without full investi- 
gation. You even do the borrower an injustice. unless you have sufficient 
knowledge of his business to prevent or mitigate failure. 


CERTIFIED ACCOUNTANT: That you have not earned your fee from 
the business man unless you have made it possible for him to save or make 
more money. That you have not earned the confidence of the banker unless 
your figures, comments ané certification present a true and complete picture. 


Published in the interest of better Business Wd ihnrte 


ey ERNST & ERNST 


ADVERTISING SECTION PRODUCED IN THE BURROUGHS PRINT SHOP 
AT DETROIT, MICH U.S.A. 
FORM 4070-50M-6-22-aDv (c7S01) 
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What the L.B. Card ledger helped the | 
Bridgeport Trust Co. to accomplish 
| 


Mr. Merwin writes: 


Mr. Horace B. Merwin, Vice-President of é No. of employees— 
the Bridgeport Trust Co., Bridgeport, ¢ 


Conn., writes: “Since the installation of é 
= Card system : | Without 
ve increased 30% in number. As near 4 : 
as we can estimate, if we returned to ACE iy L.B. Card ledger 
the old system, it would require Alt { 


eight people to accom- 
With 
L.B. Card ledger rete? 


plish what we are now : 
The accounts of the Bridgeport Trust Co. 


able to do with five. ns 


increased about 30% in number. 
of The Six Big is. 
Divisions of Library : 
Bureau Service 
1. Special Service 
Statistical Service 
epartments 
Definite Savings! 
Surance Departmen 
Library D t ° . 
Pe sap onal Five people now do the work of eight 
For Banks 
Checks _ When the Bridgeport Trust Co., hardy, upstandingL.B.Cards. They 
Seeenentonne in 1917, decided to part company have a snap and life that thwarts 
Deposit Tickets with its old-fashioned Boston ledg- destruction from careless fingers. 
Foreign er, it had to answer this question :— all 
tatisti Vv 
Transit” ‘Shall the new machine-posted simplify the 
4. Card Record Sys- ledger be a loose-leaf or a card = cial accounts that they save em- 
tems— ledger? ployees’ time and save employers’ 
ponte First, it investigated loose-leaf | money. (See charts above.) 
ledgers. The result was disap- 
Central Inform. File pointing. Every-day fingering Send for an L.B. Bank 
— ; takes the glow of youth from the — 
Lisbility Records sheets. Their edges bend, tear, specialist 
New Business break, ruffle, dog-ear. The pages Isi — . 
Safe Deposit become untidy. Nota pleasing pros- Aig red Bridge- 
— pect for anew system, wasit? ledger? sit any wonder that 
Signature 
° Cards cut costs hundreds of other banks through- 
5. — and ; out the country have adopted it? 
tee Then the Bridgeport Trust Co. 
For Banks investigated the L.B. Card ledger, AnL.B.Bank specialist will gladly 
—_ eee housed in steel trays. What adif- explain the L.B. Card ledger. No 
Counter-hight units ference! They found that the rigor obligation. Simply call him up and 
peor nenewed units of daily handling has noterrorsfor invite him to call today. 
mnidus . 
Vault files and shelving 
Vertical units 
6. Supplies 
Cards 
Over 1,000 styles of plain 
index and stock forms 
Folders 
L.B. Reinforced folders 
Plain and tab folders 
Guides 
and cellu- rm 
Removable label guides a 
Metal tip guides |_Plans_|-_Makes _}-+_Installs } 


|Card and filing systems ~ Cabinets ~ Supplies j 


e 

Boston New York Philadelphia Chicago 
Albany Cincinnati Erie Louisville Portland Springfield Dallas, Parker Bros. 
Atlanta Cleveland Fall River Milwaukee Providence Syracuse San Francisco Oakland 
Baltimore Columbus Hartford Minneapolis Richmond Toledo Portland, Ore. Seattle 
Birmingham Denver Houston New Orleans St. Louis Washi F. W. Wentworth & Co. 
Bridgeport Des Moines Indianapolis Newark St. Paul Worcester Los Angeles 
Buffalo Detroit Kansas City Pittsburgh Scranton McKee & Wentworth 


: Salt Lake City, C. G. Adams 
Foreign Offices—London Manchester Birmingham Cardiff Paris 
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When the leaves 
are ‘filled or the 
accounts become 
inactive, file them 
inthis steel section 
—four drawers 
instead of the 
usual three. 


Clipping minutes off 
machine posting 


Did you ever watch a bookkeeping machine being 
used? Except for time lost handling ledger leaves, 
they’re wonderfully efficient, aren’t they? 


This current account tray saves that time—a good 
many minutes every day. Every account is handy 
—for reference, for posting, for keeping in per- 
fect order. 


There are six tray sizes—one of them will exactly 
fit your leaves. Capacities range from 1100 to 
1500 accounts, plus plenty of working space. 


These sturdy all-steel trays have a lock-on top. 
They may be mounted on adjustable height steel 
tables with rubber-tired wheels and a brake. 


It pays to save your bookkeeper’s time. This tray 
does it. 


BAKER-VAWTER COMPANY 


Originators and Manufacturers Loose Leaf and Steel Filing Equipment 


Service offices in 52 cities, 
manufacturing plants at 
Benton Harbor, Mich. 
San Francisco, Calif. 
Holyoke, Mass. 
Kansas City, Mo. 


Canadian Distributors: 
Copeland - Chatterson, 
Ltd.. Brampton, Ont. 
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